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More and more consumers will 
respond to the appeal of your products — 
creams, pastes, powders or liquids — when 
you package them in WIRZ Collapsible Metal Tubes. 
These self-dispensing units are designed to afford full 
protection for their contents, to assure high eye-appeal 


and to add convenience in use. ESTABLISHED 19, 
6 


Let us help you plan a WIRZ Tube that will 


embody all these proved merchandising features. They “a? L ro 4 
Ine. 


will give you a safety margin in competitive markets. 


e. 


A. G. Spilker CHESTER, PA. 
17, N.Y. Chicago 4, Ill. Memphis 2, Tenn. Havana Cuba Los Angeles 14, Calif. 1709 W. 8th St. Export Division: 751 Drexel Bidg., 
42nd St. 80 E Jackson Bivd. Wurzburg Bros Roberto Ortiz Planos Exposition 0178— Also Danville, Calif. Philadelphia 6, Pa. 
’ 
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ENFLORAL 


A novel specialty of a decided floral char- 
acter. It is reminiscent of the earthy and 
green odor of a floral shop and may be 
used in powders and creams or for the 
floral touch when required. 

$20.00 per pound 


a) 


¥ § ry 
oe 


a 


So pha) 


VIRGONA 


An interesting rich semi-oriental base 

possessing a warm, lasting fragrance 

which blends well with other aromatic 

specialties. Especially recommended for 

use in perfume extracts and powders. 
$35.00 per pound 
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VIDAL CHARVET specialties and per- 
fume bases for extracts, toilet waters 
and cosmetics are scientifically created 
for the fastidious demands of the 
world’s leading perfumes. They are 
certain to contain the note required for 
your newest product, exact to the sub- 
tle shadative you have in mind. 


he a # e % e * a 
tt oe 
TT Above are two VIDAL-CHARVET spe- 
Sam cialties and perfume bases which have 


been accepted by the trade as out- 
standing products. 
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161 AVENUE OF THE AMERICAS, NEW YORK 13 


Plant and Laboratories, Totowa, N.J. 


PHILADELPHIA CHICAGO BOSTON ST. LOUIS LOS ANGELES ASHEVILLE 



















This label is your guarantee 


Samar ! -" 


Distilled at Linden, y\ Jersey, U. S. A., by | 


W. J. BUSH & CO. 


(INCORPORATED) 


from selected Mysore heartwood [Santalum Album Linné] 1 





NET WEIGHT 25 POUNDS 





| 
| 
Genuine Mysore Sandalwood Oil distilled from 
selected Mysore heartwood is recognized as the | 
standard of quality by leading Perfumers the 


world over. 





Sole Agents for 
the United States The delightful effect imparted by genuine Mysore 


W. J. BUSH & CO., | ° . e ° 
New York oil cannot be satisfactorily duplicated by natural 


: or synthetic material from any source 
Sole Agents : 


for Canada 


W. J. BUSH & CO. (In original sealed and serially numbered 
(Canada) Ltd. “ 
Montreal, Canada containers only.) 


“Y* Ofdefte Sffence Diftifttrs” 


W. J. BUSH & CO. 


INCORPORATED 
Essential Oils .. Aromatic Chemicals .. Natural Floral Products 
1! EAST 38TH STREET, NEW YORK, N. Y. 





Linden, N. J. National City, Calif. 
London Mitcham Widnes 
The Ame rican Perfumer October, 1948 27 3 





Published cuniite by. paee ¥7 Re a Publishing ait Inc. Publication oii, 8 Harmony Place, Brattlebore, Vt. Editorial and Executive Offices: 
9 - ast 38th St., New . Subscription sete: U.S.A. and posses sic s $3. 00 one year; 30 cents ner copy. Canada $3.00 one year; Foreign $5.00 
ne year. Volume 52,” wt ° =. red as second class matter December 29, 193 , at the Post Office at Philadelphia, Pa., under Act of March 3, 1879. 





PRODUCED AT OUR BROOKLYN FACTORY 


OILS 


CLOVE BALSAM PERU OPOPONAX 

NUTMEG CELERY PIMENTO 

ORRIS LIQUID, Conc. GERANIOL OLIBANUM 

STYRAX CITRONELLOL SANDALWOOD 

CASCARILLA PATCHOULY 

also 

LINALOOL CITRAL EUGENOL 

RHODINOL 


RESIN LIQUIDS 


OLIBANUM STYRAX 
LABDANUM ‘BALSAM PERU 
OPOPONAX BALSAM TOLU 
ORRIS TONKA 



































Essential Oils ¢ Aromatic Chemicals ¢ Perfume Materials ¢ Colors 


OFFERING ROSE ABSOLUTE 





@ Here’s four-way assurance that 
there is an exactly right Duraglas 
container for your product: 

First— economy. Sturdy Duraglas 
stock-mold containers are low in origi- 
nal cost, efficient on your filling line. 
Second—design. Every one of the 


OWENS-ILLINOIS GLASS COMPANY e« TOLEDO 
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These new cosmetic ovals, in 4- and 8-02. sizes topped with distinctive 
Empress closures, are ideal for after-shave lotion, hair tonic, etc. 


Contents men like... 


in the exactly right Duraglas container 


more than 1400 drug, chemical, and 
toiletry containers is designed for 
sales appeal, plus filling-line depend- 
ability. 

Third—brand identification. Dura- 
glas stock-mold containers quickly 
focus attention on your distinctive 


Il, OHIO e 


BRANCHES 


label, speed customer recognition, 
speed sales! 

Fourth—complete packaging service. 
Bottles, closures, cases, expert de- 
sign and engineering staff—all at one 
source of supply to save you time, 
cost and worry. 


Las CONTAINERS ~ PROTECTORS OF QUALITY 


IN PRINCIPAL CITIES 
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Arnouneing — VERONA CHEMICAL COMPANY’S NEW AROMATICS DIVISION 


For the past decade, the Verona Chemical Company has 
been a major producer of fine organic chemicals. 

With the recent acquisition of the inventories and com- 
plete facilities of the Aromatics Division of the General 
Drug Company (with the exception of Vanillin and related 
»roducts), Verona has greatly expanded its own capacities 
| i ; I I 
for the production and distribution of aromatic chemicals. 

An excellent technical staff and ample plant facilities 


assure the highest quality product at the best possible price. 


Write us on your company letterhead for a complete list. 


A few of our specialties: 


CYCLAMAL Base for Lily-of-the-Valley odors 
FLORANOL Base for fine Rose odors 
IONONE AB e IONONE METHYL 


AMUSKAL Powerful fixative to give life and lasting 
quality to your perfumes. AMUSKAL 
“*homogenizes"’ your odors, performs the 
function of natural Tonquin Musk. 


VERONA CHEMICAL COMPANY ¢). AROMATICS 


= q 
26 VERONA AVENUE, NEWARK 4, NEW JERSEY Sap DIVISION 
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These are some of the tough problems 
SCOVILL made into polished “salesmen” 


Problems in container design, problems in production. Scovill’s 
Cosmetic Container Division welcomes them . . . is, in fact, con- 
stantly on the alert for the new and challenging. 

Scovill stock items, however, include an unusually large selection 
of bottle caps and containers in both plain and highly finished 
metals, available in quantities. Among these you may find a ready 
answer to your tough problem. 

Mail coupon below, checking the item or items which parallels 
your needs, so that Scovill can tell you more. SCOVILL MANU- 
FACTURING COMPANY, Drug and Cosmetic Container 
Division, Waterbury, Conn. 


They come from drug, cosmetic and pharmaceutical manufacturers. 
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SCOVILL MANUFACTU 
[ RING CO ‘i 
ay _and Cosmetic Container Division = 
ill Street, Waterbury 91, Conn. 


Please send full detai 
ase ! ils concerni i 
facilities. I am interested pertinichy in the ae om 


o _—- Caps Containers for: O Serum Cl 
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My problem is none of the above but 
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FINE QUALITY 


Because of their intimate use, discriminat- 
ing women insist upon cosmetics that are 
pleasant to the touch, as well as flattering 
to the appearance. 


Cosmetic manufacturers know that this 


Merck chemicals for cosmetic manufac- 
ture are produced under the same rigid 
standards of purity and uniformity that 
make other Merck products the choice of 
physicians and pharmacists throughout 


fine quality can be obtained only through the world. 


the consistent use of raw materials that We invite you to consult us regarding 


are uniformly reliable. your problems and requirements. 


MERCK FINE CHEMICALS 


fer lhe Cosmetic Inu slny 


MERCK & CO., Inc. Manufacturing Chemists RAHWAY, N. J. 


New York, N.Y. + Philadelphia, Pa. + St. Louis, Mo. + Chicago, IIl. 
Elkton, Va. + Los Angeles, Calif. 


In Canada: MERCK & CO., Ltd. Montreal «+ Toronto « Valleyfield 


278 October, 1948 The American Perfumer 








SERENE AR RENAE EN NR, 


There is no “15 NTHETIC” for 


EX PERIENCE: 














BEESWAX «2: “LEONHARD™ 
MEDICINAL WHITE OILS 


“U.S.P." © “TECHNICAL” 


SIERRA TALCS 


“All Grades” 


ANILLA BEANS—GUMS— T. & B. 
STURGES CHALK 


“Extra Light’’—‘‘Dense” 


LANOLIN 


USP—Pharmaceutical—Cosmetic Grades 


SSENTIAL OILS—Naturals—Synthetics 


“Tombarel” 


or years we have been serving manufacturers in our field. We 
now their needs, and are proud of the fact that our customers de- 
pnd upon our experience and integrity in supplying their wants.” 





A:-C:DRURY « co. 





CREAM or COLOGNE.... 


--- LOTION or LIPSTICK 


fee dmet 0 dolla 


In any cosmetic, the intelligent selection of its perfume plays 
co dominant role in its success story. There are “right"’ perfume 
types for every product. The van Ameringen-Haebler perfume 
chemists are not only masters in the creation of outstanding 
perfume materials but are also cognizant of the likes and 


preferences of the markets you are selling. 


Consult our experts whenever perfume is a factor 





he Sugga — 


SERIES C47 FOR CREAMS 
(Selections from $6.00 to $12.00 per pound) 


SERIES AC FOR COLOGNES 
(Selections from $10.00 to $20.00 per pound) 


SERIES PB7 FOR LOTIONS 
(Selections from $5.00 to $12.00 per pound) 


SERIES L6 FOR LIPSTICKS 
(Selections from $5.00 to $12.00 per pound) 





VAN AMERINGEN-HAEBLER. INE 








An exctic, Oviertal Q., rance 
or qour FeRumes 


Amorette A. P. is a new and unusually interesting specialty perfume base. 
It possesses a rich, warm fragrance that suggests the mystery of the Orient. 
You will find it most effective either used alone or blended with other 
bases to create popular perfumes with wide sales appeal. We will be glad 
to send you samples for your own tests. 


Cleomdle (tedeé Goee 


15 East 30th Street, New York 16, N. Y. 
New York +» Atlanta + Chicago + Dallas * Memphis - Pittsburgh + San Francisco + Los Angeles 
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QUALITY 
TUBES HELP f 
BUILD REPEAT | 2 


| BUSINESS TURNER 














. , i Tt k E S 
REPRESENTATIVES ee 
Elliott Sales Service J. A. Bauer Keiffer 


420 Curtis Buildin, 521 Broadway 212 


& Son 
6 Aberdeen Ave 
2842 W. Grand Blvd. Cincinnati 2, Ohio 1 
etroit 2, Michigan 


7, Mo. 


J. S. TURNER WHITE METAL COMPANY 
NEW BRUNSWICK....NEW JERSEY 
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DPD OGD P<: 
GERARD J. DANCO, INC. 


3 EAST 44th STREET ° NEW YORK 17, N. Y. 
TELEPHONE: VANDERBILT 6-0981 CABLE ADDRESS: CODAN, N. Y. 


FINE ESSENTIAL AND FLORAL OILS 
AROMATIC CHEMICALS 
MUSK—CIVET—AMBERGRIS 


Exclusive Agents in the 
United States, Canada and Mexico for 


CAMILLI, ALBERT & LALOUE, S.A. 
GRASSE, FRANCE 
and 


ETABLISSEMENTS VICTOR HASSLAUER 
PARIS, FRANCE 


MDF UOD CLOUD am 


“Danco Quality Guaranteed by Reputation” 


NEW YORK CHICAGO MONTREAL PARIS 


Go GG 
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The exotic bouquet of the Orient—imparting a rare, 
lasting fragrance of the Far East. Ideal for fine per- 


fumery, powders, etc. 


Write today on your business letterhead for a generous free sample 


oral vversverics, INC. 


CHICAGO 6° NEW YORK 61 + LOS ANGELES 13 
DALLAS 1 + DETROIT 2 - MEMPHIS 1 - NEW ORLEANS 13 + ST.LOUIS 2 + SAN BERNARDINO + SAN FRANCISCO 11 
Florasynth Labs. (Canada) Ltd. —Montreal ¢ Toronte « Vancouver « Winnipeg Florasynth Laboratories de Mexico S. A. —Mexico City 
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the cool smooth 
feel of an H. A. Cos- 
metic Jar prepares the 


consumer for the fine 
product within— 
these handsome, 
dignified sanitary 


containers do a 


constant selling job 


for you. 





Li ME TH Ee FLAVOR Lemon Oil delivers flavor .. . clarity 
and uniformity not found in any other 

OF & FRESH-CUT Lemon Oil. 

BE MON eene Always specify it by the brand name 


when you order — Exchange Oil of 


Lemon. And to insure your satisfac- 
When it’s /emon you want, Exchange is 


tion, accept no other brand. 
the Oil! 


Distributed in the United States exclusively by 


More than 80% of all the lemon oil used FRITZSCHE BROTHERS, INC. 
76 Ninth Avenue, New York 11, N. Y. 


DODGE & OLCOTT, INC. 
180 Varick Street, New York 14, N. Y. 


in the United States is Exchange Lemon 


Oil. This overwhelming endorsement by 


. Distributors for: 
the trade is your assurance that Exchange CALIFORNIA FRUIT GROWERS EXCHANGE 


PRODUCTS DEPARTMENT, ONTARIO, CALIF. 
Producing Plant: 
EXCHANGE LEMON PRODUCTS CO., CORONA, CALIF. 
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Mies I/Z 


LENDS ADDED BEAUTY AND AP 
TO YOUR COMPOSITION.... 


CZ, 
ic to most of the natural plant fragrances is a delicate but 


very characteristic note—one that can be best described as a “green” effect. The presence 
of this odor note in a perfume composition is important because it lends 

something to its fine overtone and fidelity of bouquet. But unless the perfumer has an acute 
perception for the more delicate nuances, his finished formulation is likely to 

lack this fine, sophisticated touch. For that reason, Fritzsche 

chemists have devoted much time to the study and development of specialties interpretive 
of the so-called “green” effect in its various shades and values. They have tried— 
successfully, we believe—to capture the fine distinctions between a leafy “green”, for 
example, and the “green” note detectable in freshly cut grasses; 

between fruity “greens” and the fragrant “greens” of different flowers. 

In suggesting examination of the various specialties described in 

the accompanying column, we do so with the hope that their use, after judicious 
selection, will lend enhancement to the beauty and appeal of 


your finished compositions. 


PHOTO COURTESY 
AMERICAN MUSEUM OF 
NATURAL HISTORY 


ai 
PORT AUTHORITY 76 NINTH AVENUE, NEW YORK 


BRANCH OFFICES and 
Obio, Cleveland, Obio, I 


an Francs 
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JS ADDED BEAUTY AND 
OUR COMPOSITION . . 
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OOMMON to most of the natural plant fragrances is a delicate but 
bte—one that can be best described as a “green” effect. The presence 
is odor note in a perfume composition is important because it lends 
ertone and fidelity of bouquet. But unless the perfumer has an acute 
h for the more delicate nuances, his finished formulation is likely to 

lack this fine, sophisticated touch. For that reason, Fritzsche 
much time to the study and development of specialties interpretive 

“green” effect in its various shades and values. They have tried— 
lieve—to capture the fine distinctions between a leafy “green”, for 

example, and the “green” note detectable in freshly cut grasses; 
tween fruity “greens” and the fragrant “greens” of different flowers. 
In suggesting examination of the various specialties described in 
nying column, we do so with the hope that their use, after judicious 
selection, will lend enhancement to the beauty and appeal of 


your finished compositions. 


PHOTO COURTESY 
AMERICAN MUSEUM OF 
NATURAL HISTORY 


APPEAL 


FRITZSCHE SPECIALTIES RECOMMENDED 
FOR THAT er 


\ flowery “‘g1 te; creates the impression 


nd character to 
omposition. Helps to create a more distinct type 
hen used in conjunction with such floral odors 


| wicfart rd } . 
icnia, WiStaria and otners 


s apple blossom, gare 
This Specialty imparts a leaf “‘green”’ 

; 
ct—a desirable accompaniment to lilacand violet. 


This, too, imparts a pleasant, refreshing ‘‘lift 


This has a fruity ‘“‘green’’ or melon-like char- 
ter. It is used in odor types with which it blends, 


h as lilac vegetal, violet, reseda, etc 


Imparts a powerful rose leaf character. In 
lition to its usefulness in rose Compositions, it 
od 14 


us ada 


ed beauty to hyacinth, lilac and other 


h florals. 


\n interesting material for the perfumer who is 
king for originality in his compositions. This 


IAITV Tene H proauce a @Tassy green Clicct 


Th 
FRITZSCHE «32%: 


PORT AUTHORITY BUILDING, 76 NINTH AVENUE, NEW YORK 11, N. Y. 


BRANCH OFFICES avd “STOCKS: Atlanta, Georgia, Boston, Massachusett Chicag Ilinois, Cincinnati 
Dallas, Texas, Detroit, Michigan, *L ingeles, California, Philadelphia, Pennsylvania 
tl Missour Toronto, Canada and * Mexico, D. F. FACTORY: Clifton, N. ] 
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RHODINOLS by FRITZSCHE are products 
of an improved method of production—a process designed to 
produce more highly purified products with cleaner, finer odor. 
The coarse and objectionable notes so frequently encountered 
in these useful aromatics have been eliminated, leaving a 
softness of fragrance that quite belies the strength and pungency 
of these highly stable materials. If you use RHODINOL 

any form, either in compounding or in combination with 
costlier natural oils, we urge you to request samples and com- 
pare our offerings, both in quality and price, with those you 


are now using. 
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PORT AUTHORITY BUILDING, 76 NINTH AVENUE, NEW YORK 11, N.Y. 





BRANCH OFFICES and *STOCKS: Atlanta, Georgia, Boston, Massachusetts, Chicago, Ulinois, Cincinnati, 
Obio, Cleveland, Obio, Dallas, Texas, Detroit, Mic higan, *Los Angeles, California, Philadelphia, Pennsylvania 
San Francisco, California, *St. Louis, Missouri, *Toronto, Canada and * Mexico, D. F. FACTORY: Clifton, N. J 
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BRIDGEPORT 


Metal Cosmetic Containers 
oar ATT Closures 





Perfume and cosmetic manufacturers for more than a quarter of a century have 
recognized the precision craftsmanship of Bridgeport Metal Cosmetic Containers. 


The consistent uniformity and beauty of our products has resulted in many leading 
manufacturers remaining as consistent users of Bridgeport Metal Containers. 


When you are again planning a product that requires an original design be sure 
to examine the fine precision and decorative beauty of Bridgeport Products. 


Bridgeport Produces 


Vanities Powder Boxes 
Jar Caps Perfume Vial Cases and Caps 
Bottle Caps Lip Brushes 
Lipstick Containers — Swivel, Slide, Auto- Drawn Tale Containers 
matic Miscellaneous Make-up Cases and Othe- 
Dry and Paste Rouge Cases Metal Specialties 


THE BRIDGEPORT METAL GOODS MFG. CO. 


Established in 1909 


BRIDGEPORT, CONN. 


PHONE: BRIDGEPORT 3-3125 
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LADTIER. Pins 


GRASSE, FRANCE 


Natural Flower Absolutes 


Essential Oils, Concentrated Natural Fixatives 


Synthetic Aromatics 


LAVENDER PLANTATIONS L.F. 
50-52% 


LAVENDER ST. ANDRE 
40-42%, 


LAVENDER MT. BLANC 


36% 
LAVENDER 
30-32% U.S.P. 
LAVENDER FLOWERS CONCRETE 
LAVENDER ABSOLUTE 


Lautier Fils is one of the largest producers of Lavender Oils in the 
world with our own plantations at St. Andre, Meouilles, Barreme, Lam- 
bruisse, and Annot. The oils are distilled and the concretes produced in 
our own subsidiary factories near the lavender fields. In this way we have 


complete control on our qualities. 


LAUTIER FILS, INC. 


321 Fifth Avenue New York 16, N.Y. 
GRASSE PARIS LONDON BEYROUTH CHICAGO ST. LOUIS SANTIAGO 


it 
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Stila PS 


Serving 
the 
Cosmetic 
and 
Pharmaceutical 
trades 
for 68 years 


Snowflake Brand White Beeswax U.S.P. is endorsed by the cosmetic, drug and chemical professions for purity and whiteness. 
Toilet cold cream manufacturers whose requirements are most discriminating emphasize its perfection. Stocks carried at all 
branch offices. Wr:te for samples and prices. - 


E. A. BROMUND CO. 
Established 1880 


Bleachers and Refiners of Beeswax Spermacetti Ceresine Yellow Beeswax ; Ozokerite Carnauba 
Composition Waxes Steuric Acid 


258 BROADWAY, NEW YORK 7, N. Y. 


Frank B. Tracy, 201 N. Wells Bldg., Chicago, Ill. C. L. Iorns Co., 216 S. Seventh St., St. Louis, Mo. R. Peltz 
Representaiives Co., Drexel Bldg., Philadelphia 6, Pa. C. J. McAvoy Co., 364 S. Front St.. Memphis 3, Tenn. Hawxhurst 
& Co., San Francisco and Los Angeles, Calif. 
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COSMETIC RAW MATERIAL 
WATER SOLUBLE GUMS 
FOOD COLORS 


CHICAGO PHILADELPHIA 


& Essential Oil Review 


SERIES #300 
PERFUME CONCENTRATES 


are fulfilling the requirements for manufacturers of inex- 


pensive perfumes, colognes and cosmetics. 


Available in the following odors 
Bouquet CH Jasmin 
Bouquet TB Jockey Club 
Carnation Lavender 
Chypre Lilac 
Cologne Millefleurs 
Divinia Narcisse 
Florida Rose 
Gardenia Sweet Pea 
Heliotrope Violét 
Honeysuckle W istaria 


Uniformly Priced 


$3.00 per pound (25 or 50 Ib. lots) 
$3.25 per trial pound 


Samples available to manufacturers only. 
Write us concerning your requirements. 


PERFUME BASES QUINCE SEED 
ESSENTIAL OILS OLEO RESINS 
FRUIT FLAVORS STEARIC ACID 


MEXICO, D.F. BOSTON LOS ANGELES 


WAXES 
THYMOL 
AROMATICS 


MEMPHIS, TENN. 
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599 JOHNSON AVE., BROOKLYN 6, N.Y 
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Branches in Boston e Philadelphia ¢ San Francisco ¢ Los Angeles « St. Louis e Chicago ¢ Montreal « Toronto 
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PRECISION PROPULSION 
4 PIN CUP SWIVEL LIPSTICK CONTAINER* 


Wholly different from anything ever made 


Fool-proof mechanism as accurate and velvet-smooth 
as a precision meh lilt 


ry ae as) 
¢ Eliminates cup wobble. 
e Prevents shearing and taking off sheen of filler. 
¢ Completely locked in four-places at all times. 
Cup rides on 4 pins on a double track. 
No jamming — Pins cannot slip out of track. 


Eliminates returns due to faulty or defective mechanism. 


Plus BRODER patented Free Wheeling the cup which rides up or 
down ONLY when the cap is off. Gives you a NON-SMUDGE CAP 


In Rich Low DeLuxe All-Polished Brass protected by a Startling New NON TARNISH Lacqeur 
LOOKS BETTER ...WORKS BETTER... COSTS LESS 


PHONE...WIRE...WRITE 


TUS MUMS 


ER ee et ee ee ee 
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Your assurance of dependability 


high, uniform quality: 


A group of naval officers and high government officials 
were watching the target practice of the great battleships 


off the Virginia Capes. 


One gun crew on the New Jersey in charge of a seasoned 
old veteran hit all the targets time after time with amazing 
accuracy. 


Considerably impressed, one of the government officials 


inquired how he did it. 


“Well,” the gunner answered, “I don’t know. unless its 
5 


many years of learning how to do it.” 


That seems to us to be an apt expression of what it takes 
to hit the bull’s eye in any activity or in any line of busi- 
ness. There is no substitute for experience. We have been 
learning how to make aromatic chemicals and perfumes 
and soap makers materials for 59 years. That experience is 
your assurance of raw materials of dependably high quality 
and uniformity. 


RE6 7 U.S. PAT. OFF. 


yntleur-cientific faboratories. Ine — Monticello NV. ¥ 


FOUNDED i689 BY ALOIS VON ISAKOVICS 


ATLANTA DETROIT + HAVANA + RIO DE JANEIRO + MEXICO, D.F. 
CHICAGO : MELBOURNE ° BURMA . HONG KONG ° BOGOTA e SAN JOSE 


CIUDAD TRUJILLO + GUAYAQUIL * GUATEMALA CITY * CALCUTTA 3 WELLINGTON 
MANAGUA * PANAMA * ASUNCION + MANILA “ SAN SALVADOR * MONTEVIDEO 


NEW YORK CITY EXPERIMENTAL LABORATORY — 509 MADISON AVE., NEW YORK 22, N. Y. — ELDORADO 54757 
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Riller. Presents 
“THE WINNING TICKET” 


for your products 


“Our Research Laboratory Is at Your Service" 


Dr. ALEXANDER KATZ & Co. Division of 


FRITTER & CO. 


LOS ANGELES 27 SEATTLE 22 NEW ORLEANS 13 
DALLAS 1 NEW YORK 6 SAN FRANCISCO 3 
VANCOUVER, B. C. MEXICO, D. F. 
Send for your copy of our latest catalog... . 
It is educational. 


The American Perfumer 
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Editorial 
Comment 


Guest 
Editorial 


Inaugurated in this issue is the 
Guest Editorial of the Month. It is 
the first of a series which we expect 
to continue for some time. Through 
it we will bring you the opinions 
and prognostications bearing upon 
our business by those who are in a 
position to know the problems of 
the industry. It is not intended that 
we should thus give anyone a sound- 
ing board to use in carping or in de- 
structive criticism. It is intended ra- 
ther that each guest editor, in his 
turn, may outline how the operation 
of the entire industry affects his busi- 
ness as a segment of the whole. He 
can in this way analyze these opera- 
tions as they may be constructive or 
destructive, in his eyes. He will thus 
be in a position to make suggestions 
as to how the destructive operations 
may be corrected, and the construc- 
tive ones be expanded. 


Customers 
Demand Value 


From one shopping area we hear 
that five dollars is tops this Christ- 
mas for sets, and from another that 
this year fitted cases which are to be 
featured are from ten to twenty-five 
dollars below those of last year. 

Of course, there is always that 
market to which price is no object 
but it is in the minority and one for 
which the average manufacturer 
does not aim. With the vast majority 
of customers, interest is in value 
first, then price. If the value is there 
the individual will not quibble at 
price. Notice the importance of dou- 
ble-use packaging, and how the cus- 
tomer, once she learns she is not be- 
ing subjected to a price squeeze, re- 
acts to merchandise presented to her 
in this way. 


- Hair is Big 


Business 


The biggest news in the toilet 
goods business continues to be hair. 
The home permanent started it. 
Now, heat treatments, wave chemi- 
cals, brilliantines, sets, pins, dryers, 
shampoos, all enjoy new, robust lus- 
tiness. 
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ew SIO CK CAP... 
(Lover 99 


For glamorous packaging of 
glamorous products, you'll wel- 
come this new stock cap by 
Standard. Available in the most 


popular sizes and in any color. 
Write for details and prices. 


AND MOLDING COMPANY, inc. 
PLASTIC CLOSURES 


307 S. EATON STREET - BALTIMORE 24, MD. 
OFFICES IN ALL PRINCIPAL CITIES 
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esiderata 


by MAISON G. pENAVARRE 


POWDERED SILK 


There is much to do in the Eu- 
ropean press about the use of “‘proc- 
essed” silk powder in cosmetics. One 
recalls that a material under this 
title was introduced in England just 
before the war. It was recommended 
for every conceivable kind of cos- 
metic preparation. The French 
press claims many advantages, some 
bordering on the physiological, re- 
sulting from the use of processed 
silk fibre in cosmetics. 

When one studies the constitu- 
tion of raw silk, and then considers 
the nature of the processing 
through which the material must be 
put before it is considered usable 
in cosmetics, one wonders if it could 
possibly have the advantages 
claimed for it. For example, in face 
powder it is claimed to produce a 
more mat finish, to have greater 
bulking properties, to be more ad- 
herent, and to be more absorbent. 
However, disadvantages are readily 
apparent. 

Everyone knows that the trend in 
the manufacture of all cosmetics has 
been to get away from the use of po- 
tentially allergenic materials. It is a 
fact that allergies to silk fibre have 
been reported and, to bring the ma- 
terial into so intimate a contact 
with the skin, as in the case of a 
cosmetic, might make it more sensi- 
tizing than ever. 

One wonders if the silk powder 
does in fact, produce the shiny, 
satin-like effect implied. By its very 
nature, it must be more costly than 
ordinary raw materials. As a result, 
it will be interesting to see what 
American technicians find after hav- 
ing tested silk powder in the thor- 
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ough way required by domestic 
practice. There is one advantageous 
feature in silk powder that is not so 
apparent in other raw materials, 
and that is its ability to be stained by 
colors and thereby, in itself form- 
ing a substrate for a color lake. This 
usefulness has not been thoroughly 
explored here. 


I. G. FARBEN PARADOX 


According to the Pharmaceutical 
Journal, I. G. Farben will float a 
stock issue within six months, on its 
seventy-seven independent units lo- 
cated in the Anglo-American zones. 
The purpose of the stock issue is to 
get working capital and to provide 
funds to repay “pre-war creditors” 
and ‘‘stock holders.” 

Lobbying pressure is understood 
to have been made for the repay- 
ment to stockholders. No repayment 
is to be made to those of the twenty- 
two Farben directors and managers 
on trial at Nuremburg. 

Of course, the Russians have re- 
sisted this idea. As a result, the 
whole deal is a_ bi-partisan one. 
France has as yet not voiced her 
opinion. Running of the Farben 
plants was to have been a quadri- 
partite matter. 

We already know that very few of 
the Farben directorate have been 


found guilty of aiding the Hitler’ 


war machine. 


CORROSION PROTECTION 


A host of new products have been 
offered for the protection of equip- 
ment against corrosion by air or by 
products made in the equipment. 
Two specialties stand out as being 
especially useful in this regard, both 


M. G. DeNavarre at work in his laboratory 


being applied to a roughened, 
clean, grease-free surface. One re- 
quires some baking and the other 
one does not. Salt-spray panel tests 
are exceedingly encouraging. 


TEMPERATURE BY COLOR 

The fact that certain chemicals 
will change color when heated and 
return to their original color when 
cooled, has been known for some 
time. A practical use of it was origi- 
nally made in Europe. However, 
domestic manufacturers are now of- 
fering either flat ribbons or tubes of 
material painted with the chemi- 
cals, that change color at tempera- 
tures ranging from 100 deg. F. to 
250 deg. F. In the case of one sup- 
plier, the color ranges from yellow 
when cold to a full red at the high- 
est temperature. The gadgets are 
quite inexpensive and are a useful, 
visual check on temperatures with- 
in containers intended to be main- 
tained at certain heat levels. 


PROPYLENE GLYCOL 


The best known proponent of 
propylene glycol in pharmaceutical 
practice is well-known John Roe of 
England. A number of his publica- 
tions started people along the line 
of using propylene glycol for its sol- 
vent and preservative properties. 

Now, this worker reports some 
tests in the Pharmaceutical Journal 
on the action of propylene glycol 
on enzymes. A summary of his work 
shows that propylene glycol, in 40 
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Tub 


"ANOTHER IMPORTANT NEW ENGLAND SERVICE 


Small wonder McKesson & Robbins, Inc. 
pack their TAWN Brushless Shave in New 
England ALUMINUM Tubes. The same pains- 
taking care that has made other types of New 
England “Sheffield Process’ Tubes so popular, 
is also applied to the manufacture of our 
Aluminum Tubes. The light weight, and the 
tensile strength which gives greater resistance 
to breakage or puncturing in use, are im- 
portant advantages. 


If you have questions as to the suitability of 
your product for packaging in New England 
Aluminum Tubes let our laboratory techni- 
cians advise you, without obligation of course. 
Ask, too, about our exclusive “Vinicote” Inner 
Coatings, our tube cartons which can be 
ordered simultaneously with your tubes 
assuring perfect match of designs and colors, 
and about the many other exclusive services 
which only New England can offer. Contact 
our nearest office, today. 


© If your tube filling facilities are in- 
adequate, ship us your bulk product. 


We'll package it for you in tubes, jars, 
or tins, ready for distribution. 


TUBE Ss, 
er 


NEW ENGLAND <i cnagatplaaperiacion TUBE CO. 


CANAL ST., CHICAGO 16 © NEW LONDON, CONN. e W. K. SHEFFIEL "i e- FIFTH AVE., NEW YORK 18 
T. C. SHEFFIELD, 7024 MELROSE AVE., LOS ANGELES 38 © C. W. MILL a 15) LE ST., SAN FRANCISCO 17 
EXPORT DEPT FIFTH AV IEW YORK 18: CABLE “DENTIFRICE', NEW YORK 
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per cent concentration, prevents 
the fermentation of yeast; 21 per 
cent inactivates or destroys the en- 
zymes, pancreatin and diastase, and 
the oxidase of raw potato. A con- 
centration of 20 per cent rapidly 
destroys penicillin. 

It does not take too much in- 
genuity to see the significance of 
these findings, as applied to some 
cosmetic practice. 


SULFUR-GLASS 

In one of the long studies on 
glass, it has been found that sulfur- 
treated glass will withstand steam 
sterilization, will show a high resist- 
ance to acid and neutral solutions, 
rivalling borosilicate containers, 


and that the glass is not as apt to 
“weather” under unfavorable con- 
ditions. 

For the most part, there is very 
little high temperature sterilization 
of glassware in cosmetic practice, 
but the usefulness of _ bottles 
treated with sulphur, in acid’ solu- 
tions, in particular, is readily ap- 
parent. Like other highly resistant 
glass, sulphur-treated bottles carry 
a slight premium over ordinary 
glass, although the amount be- 
comes less important as the quan- 
tity of glass used increases. Cer- 
tainly, it is a new approach to the 
everlasting problem of flaking of 
glass containers when filled with 
finished products. 


QvESTIONS AND ANSWERS 
MEE oe Sane 


711. EGG SHAMPOO 
Q: We would appreciate some 
help on the formulation or formu- 
lations of egg shampoo. This does 
not have to be a clear product. It 
may cloud and settle out: 
S. T.—RuopeE IsLAND 


A: Probably the best ingredient 
for you to use is dehydrated egg 
powder, reconstituting it with 
water to the desired strength and 
adding it to your shampoo formu- 
lation. Most egg shampoos that 
have made their appearance in re- 
cent months were of the cream 
shampoo type. In some cases, the 
dehydrated egg powder could be 
added directly to the shampoo, fol- 
lowed by milling of the entire mix- 
ture. A minimum of 114 per cent 
egg powder should be present in 
your product and you will have to 
be careful not to go too high, for 
the egg tends to inhibit the foam- 
ing properties of the synthetic de- 
tergent. 


712. HAIR LACQUER 

Q: I am interested in the manu- 
facture of a hair lacquer and any 
assistance you can offer in the for- 
mulation thereof would be greatly 
appreciated. I have a copy of your 
wonderful book “The Chemistry 
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and Manufacture of Cosmetics’ and 
wish to compliment you on its thor- 
oughness. However, very little is 
written about hair lacquer and as I 
am now working on this item, I 
would like your comments. I am 
enclosing a self-addressed stamped 
envelope for your convenience. 

A. S. C.—NEw JERSEY 


A: Hair lacquer is made from 
solubilized shellac or casein, usually 
the former. As a rule, from 5 to 15 
per cent of triethanolamine by 
weight of the casein or shellac will 
produce a good water solution. Oc- 
casionally, alcohol has to be added 
to produce clarity. Sometimes borax 
replaces all or part of the triethano- 
lamine. When this is done, it should 
be done on an equivalent basis. The 
amount of water added will be gov- 
erned by your costs in part and by 
the performance you expect from 
the product. 


713. PRODUCTS FOR CARE OF HAIR 

Q: The following are the products 
which we have been asked to dupli- 
cate or to give our customers some- 
good. Cream Rinse 
Treatment for the beauty parlor 
use—similar to that made by the 
Raymond Laboratories. Milky Per- 
manent Wave Shampoo—similar to 


thing just as 


that made by the Raymond Labora- 
tories. Cream & Oil Emulsion Bril- 
liantine, water soluble—similar to 
Helen Curtis’ Suave. We would like 
to obtain formulae for these from 
which we can work, or any informa- 
tion which would set us on the right 
track to obtaining a satisfactory 
product. Should you be able to give 
us any leads whatsoever, we would 
appreciate it if you would mention 
any supplier of the raw materials 
in order that we might be able to 
obtain further information on their 
particular product. 

M. S.—CANADA 


A: The products referred to are 
well-known advertised brands 
whose composition is secret. How- 
ever, the cream rinse may be made 
from a cationic compound whose 
name goes to you under separate 
cover. Twelve and one-half per cent 
to 15 per cent of this material to- 
gether with 14 per cent of diglycol 
laurate pure are mixed with water 
until the mixture is uniform. The 
milky permanent wave shampoo re- 
ferred to can be made from any of 
the several formulas appearing in 
the article on cream shampoo pub- 
lished in THE AMERICAN PERFUMER 
for March, 1947. We suggest formu- 
la No. 2 which consists of Alropon 
12.86 parts, Veegum 21 parts, Tri- 
ethanolamine 0.14 parts, Coconut 
Fatty Acids 2 parts, Dupanol WA 
Paste 17 parts, Water 47 parts. A re- 
print of this article is included with 
this letter. The hair dressing of the 
type you refer to can be made from 
a triethanolamine soap, the formula 
for which follows: Stearic Acid 25 
lbs., Lanolin (anh.) 34 Ibs., Mineral 
Oil (white) 57 Ibs., Triethanola- 
mine 9 lbs., Polyol 75 Ibs., Water 
334 lbs., Terpineol 0.35 Ibs. 

Preparation: Melt the stearic acid 
in the mineral oil, add the lanolin 
and terpineol and bring the tem- 
perature of this oil solution to 70 
deg. C. Add it to the solution of 
Triethanolamine and water which 
has been brought to the boiling 
point in a separate container. Stir 
vigorously until a good emulsion is 
formed. Add the perfume to the 
polyol and stir this slowly into the 
cream. The stirring should be fast 
enough to keep the cream well 
mixed but not aerate it. If the stir- 
ring is not continued until the 
cream is cold, it thickens upon 
standing. 
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a is the character of the rose, eternal through its beautiful scent. 
ROSE ETERNELLE captures the timeless fragrance which has not altered since the 
first rose bloomed. Achieved by unprecedented aromatic discoveries, 
ROSE ETERNELLE is the fragrance of roses, not a substitute for rose absolute or 
otto of rose, products of mechanical processing of the flower. Invaluable for blending, 
ROSE ETERNELLE in a formula is evocative of the very presence of roses. 


if a Rose perfume as such is desired, ROSE ETERNELLE can not be surpassed. 


Let us acquaint you with this distinctive creation. 


fleu roma , ine, 73 Sullivan Street New York 12 
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Export Licensing in Simple English 


Export licenses must be obtained for shipments to all countries except 


Canada.... Export control requirements and whatan exporter must know 


and do to comply with them. . 


GEORGE GREGG FULLER 

XPORT controls are regrettable but unavoidable. In 

this post-war world there are serious shortages of 
goods in the United States as well as in other countries. 
Some control over the goods which leave this country is 
necessary (1) to prevent the additional inflation which 
would result if all customers were allowed to bid up the 
prices of these scarce goods, (2) to keep essential com- 
modities in this country, and (3) to see that those things 
this country can spare go to the countries which need 
them the most. This article is confined to a summary in 
simple English based upon studies of regulations and 
personal interviews, of what an exporter must do to com- 
ply with the present export control requirements. 


WHAT SHIPMENTS REQUIRE LICENSES 


In general, export licenses must be obtained for all 
shipments to Europe. In export control parlance this 
means not only the continent of Europe but Asiatic Rus- 
sia and Turkey, the United Kingdom, Ireland, Iceland, 
islands of the Western Atlantic and the Mediterranean, 
and European possessions in North Africa—which to- 
gether are called Group R Countries. Export licenses 
also are necessary for the shipment of certain things 
called “Positive List Commodities” to Group O Coun- 
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.. Low price a factor in securing a license 


tries, which are all the other countries in the world ex- 
cept Canada and possessions of the United States. Ship- 
ments outside Europe of items not on the Positive List 
do not require a license, but must have entered on your 
export declaration the General License symbol “G.O.” 

Like all general rules, the foregoing has quite a num- 
ber of exceptions. Most of them, such as gift parcels, will 
not concern an exporter. Some exceptions are made for 
certain Positive List commodities going to North or 
South America. All Non-Positive List commodities can 
be shipped to Europe if valued at $100 or less, and most 
Positive List commodities can be shipped there if valued 
from $1 to $1,000. In making these small shipments, 
called General License Value shipments, you need only 
place the initials GLV on your export declaration. 

Let us assume that you have found an export market 
in Europe, and that your buyer has received from his gov- 
ernment an import permit and an authorization to pay 
you in dollars (either his own or ECA’s). You have ac- 
cepted his firm order and have completed arrangements 
whereby your customer pays you. You find that you will 
need an export permit. You should get in touch with the 
State or Treasury Departments, or with the Atomic 
Energy Commission if you are selling arms, ammunition, 
implements of war, helium, tin plate scrap, gold, nar- 
cotics or material for the production of fissionable ma- 
terial (as defined in Title II, Chap. II, Parts 40 and 50 
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of the Federal Register). For other articles, get in touch 
with the Office of International Trade, Department of 
Commerce, Washington. Some shipments require either 
a special project, multiple consignee, blanket or con- 
solidated license. But to make the procedure simple, let 
us suppose that you must get an individual license for 
some such commodity as galvanized iron sheets, gauge 
22, for shipment to France. 


PREPARING APPLICATION 


If export control is new to you and you have no trained 
representative, buy two essential documents, (1) a Com- 
prehensive Export Schedule issued every four months for 
25¢ which enumerates the Positive List commodities and 
gives the OIT export control regulations; and (2) a 
Statistical Classification of Domestic and Foreign Com- 
modities Exported from the U.S., familiarly if not affec- 
tionately known as Schedule B. Both can be purchased 
from the Superintendent of Documents, Government 
Printing Office, Washington 25, D.C. To keep up-to-date 
you must have your name and address placed on the 
mailing list to receive the Current Export Bulletins. 
These constantly publish the amendments to the Com- 
prehensive Export Schedule and mav be obtained gratis 
from the Procedures and Publicat‘ons Branch, OIT, 
Room 1025, Tempo T Building, Constitution Avenue 
and 14th St., N.W., Washington, D.C. If you study these 
documents, you can keep current with the changing 
requirements and should be as able to export as profit- 
ably as your competitor in the same situation. 

Next, obtain a set of application forms (IT 419) from 
the OIT or from a field office of the Department of Com- 
merce and fill them out according to the detailed instruc- 
tions which are given in the Comprehensive Export 
Schedule and the Export Bulletins. Be sure to use the 
units designated for each commodity in the Positive List 
of the Export Schedule. In listing your commodity on 
the application, give a description adequate to identify 
it with the proper Schedule B classification. In some 
instances, if the description does not fit exactly into a 
Schedule B classification, you should amplify it, prefer- 
ably by giving the description contained in your order 
for the iron sheets. To the right of each commodity give 
the Schedule B number which, in the case of iron sheets 
will be 603300. To the right of the number give the proc- 
essing code which you find in the Comprehensive Export 
Schedule, and which will be STEE-L for your shipment. 

Give the export contract price (f.0.b., c.i.f, etc.) and 
name the port. If your point of delivery is other than the 
port through which you intend to ship the sheets, give 
the name of that port. If it is impracticable to give a 
firm contract price, such as for some things the price of 
which fluctuates on a market, give the precise terms 
upon which the price is to be ascertained. For many com- 
modities the price is a very important factor, your ap- 
plication may be rejected if your price appears to be ex- 
cessive. 


You will find a question on your application form as 
to the end use which will be made on your iron sheets. 
You may not think this is important, but it is. You may 
have to get from your European buyer the exact end, or 
final use which will be made of them—it may be, perhaps, 
for roofing for French army huts. Whatever the end use 
may be, it must be ascertained and described in your ap- 
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plication. If the end use is not considered appropriate, 
your license may not be granted. 

Your application on Form IT 419 must be submitted 
to the OIT in duplicate, together with an acknowledge- 
ment card in the form of a return postal card (Form IT 
116). Ifa representative handles the application for your 
license, make out a second card for return to him, so 
your application can be followed up. 

Every applicant for an export permit, whether for a 
Positive or Non-Positive List commodity, must be in 
possession of a firm order received before the validation 
date of the license. Applications for certain commodities 
on the Positive List must be accompanied by evidence 
of such an order—your offer and the buyer’s acceptance, 
or his order and your acceptance. You can submit as evi- 
dence the original document or a photostat copy of your 
contract, or of the letters, cables and other documents 
which constitute the contract. It is permissible for the 
transaction to be conditioned upon the issuance of an 
export license, import permit or other required govern- 
ment document. If some orders are more than 3 months 
old, you must submit with your application, evidence 
that they are still valid. 

If you want to point out some special factors, such as 
the basis of your mark-up, or other method you have 
used in determining your price, it should be placed in a 
letter attached to your application. Details regarding 
end use and ultimate destination can often be expanded 
in such a letter, and may be a decisive factor in the de- 
cision as to whether the Government will license such an 
item as, for instance, your iron sheets, because the com- 
modity may be scarce in this country and may be in 
demand by several foreign countries. 

Finally, you will have noted from the Export Schedule 
that iron and steel are commodities for which the ex- 
port license application must be accompanied by a com- 
mitment letter not more than 90 days old, from your 
supplier (manufacturer, jobber, or wholesaler), or some 
other evidence of ownership, or proof that the amount 
of sheets covered by your application is really available 
to you. Unless the jobber, wholesaler or other non-pro- 
ducer is a recognized supplier of iron sheets, he should 
submit a letter of commitment from his supplier, or evi- 
dence that the sheets are in his possession. Otherwise 
irresponsible adventurers could get a license, and later 
try to find the iron sheets covered by the license and then 
a customer, or otherwise dispose of the license. 


HOW LONG BEFORE LICENSE RECEIVED 

When your application has been received, the OIT 
will return to you the postal card you have sent, after 
marking on it the number which has been given to your 
application or case. Thereafter, any communication 
with that office must give that case number, your name, 
date of application, country of destination, name of 
consignee, name, the quality and the value of the com- 
modity, its Schedule B number and processing code. 

How long must you wait after filing an application 
and before receiving a license? This is a frequent ques- 
tion, and difficult to answer. If your item is not on the 
Positive List you might hear from the OIT within a week 
or two of the date you received the acknowledgement 
card giving the case number. If you have applied for 
certain Positive List commodities, you may hear within 
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two or three weeks provided your application arrives 
while the commodity is being licensed and it is not a 
commodity subject to a licensing schedule or timetable. 

On the other hand you may have to wait considerably 
longer. Iron sheets are a scarce commodity. Its exporta- 
tion is limited by a quota, only 25 per cent of which can 
be used for the export of those sheets 25 gauge or lighter; 
moreover a quarterly timetable has been established 
for the licensing of this commodity. If your application 
is filed at the right time you will hear within a maximum 
of two months. Otherwise it will be returned for re-filing 
in another quarter. This long waiting period is the 
reason for the warning that your buyer’s import and 
exchange permits, and his letter of credit should be 
valid for a long period,—at least 30 days longer than is 
customary, and 60 days longer for items on the Positive 
List. 

Your license will be valid for 6 months, and for some 
other commodities the period of validity ranges between 
3 months and one year. Before that time has expired you 
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should present it to the Collector of Customs at the port 
of exit and have your shipment loaded. Licenses seldom 
will be extended. 

Of course, most exporters do not sell iron sheets, but 
I have chosen this example because it involves a pro- 
cedure which is moderately involved, and it is fairly 
representative. If you are shipping to Eastern Europe 
you must expect slower action; applications for goods 
that are not scarce can be “processed” more quickly. 

If you are sure that you have properly prepared your 
application and submitted it at the right time, you 
should normally wait until you hear from the OIT. But 
if you feel that something has gone wrong, you may ap- 
propriately inquire by letter, telegram or a personal 
call. A reply to your letter will take at least a week or 
two, but simple information requested during a personal 
call should be available immediately. If your inquiry 
is about an item on the Positive List, the reply will take 
longer, depending on the commodity and its destina- 
tion as well as on the character of the inquiry. 


LICENSING TIMETABLES 


Some commodities can be licensed at any time. On the 
other hand, timetables have been established for others 
such as, for instance, certain chemicals, fats, oils, and 
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steel mill products. Applications covering these items 
are accepted only during a short period each quarter, 
the exact date depending on the commodity and the 
country of destination. It is important to watch these 
timetables. If presented too soon or too late your appli- 
cation will be returned. When the licensing period is 
closed the quota is divided between the applicants. 
Within a determined number of days after the closing 
date (for iron and steel, 35 days), all applications will 
be returned marked validated, rejected or returned 
without action. The validated applications are the ex- 
port licenses. 

The available quota for each country is not always 
divided equally nor proportionally among the validated 
applications. Various criteria are used to determine 
which exporters will get export permits for scarce goods. 
Among these criteria are prices, quality, customary 
channels of trade, end use, reliability of importer, and 
many other factors. 


LICENSES RETURNED WITHOUT ACTION 


Many applications are returned without action—that 
is they are not granted nor refused. Usually such appli- 
cations can be re-submitted after making the necessary 
corrections or at a more appropriate time. If you re- 
submit your application, be sure that the supporting 
documents are in order, in particular that the order is 
still valid and the letter of commitment is less than 90 
days old at the time of re-filing. Among the reasons for 
returning applications without action, the following 
are the most important: 

1—Your application has not been properly prepared. 
In this case you can correct and return it, or file another. 

2—Your documentary evidence is insufficient. Return 
the application with the required evidence, if you can 
get it. 

3—There is no quota or the quota is exhausted. You 
can file the same application when there is a quota. 

4—Your application is for one of the few commodities 
which can not be exported commercially to the destina- 
tion in question, because it is required for purchase by 
the United States Government. You may seek to sell such 
commodities to the Government. 


REJECTION OF APPLICATIONS 


Among the reasons for the rejection of applications 
are: 

1—Your price is too high. Try to negotiate a sale at a 
lower price. 

2—The final destination or end use is not approved. 
Seek to make a sale which can be approved as to destina- 
tion and end use. 

3—One of the parties to the transaction—perhaps your 
Washington representative or your foreign buyer—has 
been found guilty of a violation of the regulations. Your 
only recourse is to employ a reputable representative and 
to find an honest buyer. 


APPEALS 


If you believe that your case has not been treated 
fairly, or if you want to object to any regulation issued 
by the OIT, you may appeal in writing to its Appeals 
Board within 20 days. In exceptional cases facts and 
arguments can be presented orally. Do not appeal unless 
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you have a really good case, for no appeals board is in- 
clined to override decisions made within the same 


agency. 


HARDSHIP CASES 


There is an occasional hardship case, but not nearly 
as often as exporters, tangled in their own problems, 
imagine. The most common complaint of worried ex- 
porters is “Why haven't I received my license?” If you 
have waited a reasonable length of time, never less than 
three weeks, you should still be patient, for your appli- 
cation has probably been held up for some reason. It 
has been found that all exporters want to do business in 
the normal way—if the old-fashioned, pre-war way of 
exporting can still be called “normal.” Most frequently 
the claimant considers it as a hardship when the letter 
of credit is about to expire or the goods are ready for 
shipment; but these are not usually considered hard- 
ship cases by the OIT. They only indicate that the ex- 
porter did not apply early enough. Occasionally there is 
a real hardship case, not the fault of the exporter, and 
such cases will receive “sympathetic consideration.” 


AMENDMENTS OF APPLICATIONS 


Frequently applications need amendment, usually 
because an order has been cancelled, or the consignee 
has not received his import permit from his Government. 
Applications can be amended while they are being proc- 
essed, or after the license has been approved. If extensive 
alterations become necessary, it is better to submit a new 
application. 


INFLUENCE AND FRAUD 


You may be sure that you will get a square deal from 
the OIT. Controls are constantly growing more severe. 
Export licenses can not be sold, transferred or altered, 
as to persons. Be sure that you and your buyer, as well as 
your representative, are playing a strictly honest game. 
If found guilty of fraud, you and your buyer may become 
ineligible to receive any licensed exports, the shipment 
may be seized, or the guilty party may be sentenced to 
fine and imprisonment. See that your representative in 
Washington has the confidence of the OIT. Have noth- 
ing to do with any representative who claims that he has 
special influence. He could not use it long if he had it, 
and he is probably the type justly viewed with suspicion 
by the OIT. 

Your agent in licensing matters may confer with OIT 
officials, obtain information and participate in proceed- 
ings before the OIT. Since August 1, he will be debarred 
from representing anyone if he has been found guilty 
of such unethical practices as attempts to bribe, claim- 
ing special influence, violating regulations, or charging 
fees wholly contingent on the granting of a license. 


SMALL VS. LARGE FIRMS 


There have been complaints that the OIT is deliber- 
ately favoring large manufacturers and trying to freeze- 
out the small exporters. This is not true. Yet it is inevi- 
table that a large company, or a well known representa- 
tive, may find it easier to export under export controls 
than an unknown firm. The statements of a reputable 
person need not be questioned, the large firm is more 
likely to have a representative experienced in export 
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control procedure, and its foreign connections are more 
likely to be firms of good standing, because it has been 
habitually an exporter. It will be easier for such a firm’ 
to collect satisfactory documents. Also, when a quota is 
small, and all applications have to be reduced, the share 
of the small firm may be so small that it will not be worth 
shipping, except to hold a customer. In spite of these 
handicaps, if a small firm has a representative experi- 
enced in export controls, who watches the changing 
regulations day by day, it should be as well served as a 
big firm. 


SPECIAL CONSIDERATIONS 


Some consideration is still being given to the historical 
basis in considering applications for licenses for over- 
subscribed quotas. Giving preference to experienced 
firms avoids the dissipation of scarce commodities among 
untried newcomers. But no longer is 85 per cent of the 
quotas reserved for those exporters who established their 
trade before there were any export controls. 

Recently there were too many applicants with orders 
for lard to be shipped to Cuba; consequently, during the 
third quarter of this year, no exporter will be granted 
such a license unless he has previously received an ex- 
port license. This kind of preference may have to be ex- 
tended from time to time, to similar situations. 

At first veterans were given much consideration be- 
cause they were unavoidably unable to do business while 
they were in the Army. Now those who were exporters 
before the war can use the time of their military service 
in computing the period since they began to export. If 
they have not previously been exporters, they can receive 
certain quantities of some commodities which are still 
on the historic basis, such as lumber, screens, water 
closets, storage batteries and small electric motors. 

If you are recommended by a foreign government 
because your foreign buyer intervened to explain to. his 
government that you habitually supplied him before 
the war, your application will not receive any special 
consideration. Any evidence that you habitually shipped 
the same commodity to that buyer, is sufficient for the 
OIT without any recommendation for his government. 
If you sell to a foreign government and that government 
proposes to become the actual consignor of the goods, 
it may have to establish the competitive nature of its 
procurement in order to continue buying from you. 


PRICE IS IMPORTANT 


It must be emphasized that a low price is an important 
factor in granting a license, especially for an item on 
the Positive List, because one object of export controls 
is to restore a greater degree of competition and to save 
dollars. If you have a commodity which fluctuates in 
price, you can base your contract on the market price if 
you carefully indicate in your application the percentage 
of mark-up for each party concerned. 


PROCEDURE CONSTANTLY CHANGING 


Please do not think that this is a complete and final 
answer to all questions which may arise regarding export 
control. No article can be final, for the procedure must 
change with experience and conditions. The distribu- 
tion of quotas among various classes of applicants is 
altered from quarter to quarter, and varying degrees of 
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weight are given to applicants from traditional shippers 
to a particular country, to traditional shippers to other 
countries, and to newcomers. The influence of the busi- 
ness advisory groups on such policies is important and in 
certain instances it may be advisable for you to present 
an important problem to the appropriate group. The 
groups are broadly representative as to areas, producers, 
non-producers and, in some instances, of American con- 
sumers. The names of the businessmen representing your 
commodity can be obtained from the OIT. Also you 
can submit to the OIT any problems which you wish to 
have discussed during meetings with the group. 

Since conditions are constantly changing and methods 
are being perfected, the rules must vary from time to 
time. The exporter need only be agile and persistent, 
know the very latest schedules and instructions, and be 
sure his documentary evidence is acceptable. A correctly 
prepared and documented application, filed at the right 
time, will result in the speediest action possible. 
FULLER, George Gregg.—born Rochester, N.Y.; Yale B.A., Ber- 
lin (Germany) and Queens Universities M.A. 1934; assistant treas. 
several telephone companies; served in Mexican Border Campaign 
with New York Cavalry, Major on General Staff Washington during 
World War, now Major Mil. Intel. Res.; vice pres. Standard Auto- 
matic Machine Co., Lindsay-Fuller, Inc.; managing director Bjérn 
sen & Co. Oslo and Berlin; representative N.Y. bank; vice consul at 
Oslo and Trondhjem, Norway, Malmo, Sweden, Tallin, Esthonia. 
Officer of Dept. of State, asst. chief Div. of Political and Economic 
Information. Vice consul and Judge of Consular Courts in Jeru- 
salem, Bushire and Teheran, Persia. Consul at Berlin, Niagara Falls 
and Kingston. Trade consultant to Dept. of State, economic analyst, 
and State Representative on Committee for Reciprocity Informa- 
tion. Successively consul at Winnipeg, Fort William and Port Arthur, 
Calgary, St. John and Antwerp. Consul General for Tunisia, Tripoli- 
tania and Malta.* 

Consul General Fuller is now in charge of co-ordinating the revi- 
sion by the Depts. of State, Commerce, Agriculture, Labor and In- 
terior, of the basic regulations which govern all embassies and con- 
sulates in their economic and commercial activities, and in the pro 


tection and promotion of American trade. 







® Abstracted from Who’s Who in America, Vol. 25, 
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Window Display Skyrockets Sales 


How sales of a popular drug store item jumped 98 per 
cent with the aid of window display, is one of many sig- 
nificant results of a Point of Purchase Institute test. The 
test inaugurated a Continuing Display Study by the In- 
stitute. 

The test was made on eight drug and hardware store 
items in 160 retail outlets in Syracuse and Rochester, 
New York by Fact Finders Associates, in an 8-week period 
last Spring. Drug items tested were Colgate-Palmolive- 
Peet's Lustre Cream Shampoo, Wildroot Cream-Oil, Dr. 
West’s Tooth Brushes, and Squibb’s Dental Cream. 
Hardware items were Yale and ‘Towne Padlocks, Latches 
and Door Closers. 

General objective of the test was to learn (a) how much 
window display advertising increases sales, (b) if it in- 
creases product sales in nondisplay outlets, (c) how it af- 
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fects competitors sales and (d) how results of the test may 
be used as a general yardstick for window display value. 

Net sales increases during the display period were as 
follows: Lustre Cream, 98 per cent, Squibb’s Dental 
Cream, 97 per cent, Dr. West Tooth Brushes, 51 per 
cent, Wildroot Cream Oil 41 per cent. 

During the four weeks following the 2-week display 
period, sales fluctuated widely. Tooth paste sales held 
gains of 53 and 57 per cent over the base period sales. 
Lustre Cream gained in the first two post-display weeks, 
then dropped 56 per cent. Wildroot eased off 21 per cent 
and 47 per cent respectively during the post display in- 
tervals. Dr. West sales were up approximately 50 per cent. 

Window display influence on sales of advertised prod- 
ucts in non-display outlets varied. For example, during 
the display period sales of Squibb’s Tooth Paste in non- 
display stores rose 6 per cent, then fell 29 per cent in the 
first two weeks of the post display period and rose 6 per 
cent during the second half of the post display check. 

Careful sales tabulations by Fact Finders field workers 
showed that during the 6 week display and post-display 
periods, as sales of advertised items rose, competitors sales 
fell. For instance, a 16 per cent Wildroot gain was ac- 
companied by a drop of 12 per cent in competitors sales. 
With Lustre Cream’s 49 per cent rise there came a 19 
per cent fall in sales of competitive shampoos. Squibb’s 
Tooth Paste sales gains of 51 per cent however, brought 
competitors sales up 2 per cent according to the figures. 

The test demonstrates the over-all effectiveness of 
window display, particularly as a team work medium. 
The figures show point-of-sale display to be of tremen- 
dous value in connection with the introduction of new 
products, the introduction of “special offers” and in in- 
creasing consumer familiarity with the product. It is an 
indispensable “brand name reminder.” 

Although the recent test may have furnished no con- 
clusive evidence as to the “pass along power” of point-of- 
sale display, it did demonstrate that window display is a 
powerful magnet to draw sales at the actual point-of- 
purchase. 


Wives Buy Personal Toiletries 


A third of the men of the Macfadden Wage Earner 
Forum state that their wives buy their personal toiletries. 
The men in this nationwide panel of wage earners 
were asked directly, in regard to a number of personal 
masculine items—‘‘who in the family generally makes the 
purchase?” The extent to which they report that the wife 
does ranges from 28 per cent for hair tonic and shave 
cream up to well over 50 per cent for shampoos. 
The men report that their wives buy their— 
per cent 


Brushless Shave Cream 28.4 
Lather Shave Cream 28.2 
After Shave Lotion 32.1 
After Shave Talcum 30.4 
‘Tooth Paste 49.8 
Tooth Powder 46.5 
Shampoo 54.7 
Hair Tonic 28.1 
Electric Razor 35.1 
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1. L. van Ameringen 


An outstanding figure in the production of aro- 
matics and perfume bases, Mr. van Ameringen 
demonstrated vision and initiative in establishing 
and conducting a seminar on the Evaluation and 
Appreciation of Perfume, under the auspices of the 
Columbia University College of Pharmacy of the 
City of New York in the Fall of 1947. It created 
widespread interest. He will conduct a second sem- 
mar on a broadened basis at the college this year, 
starting October 13. 

Arnold L. van Ameringen was born in Rotter- 
dam, Holland, October 2, 1891; was educated in 
Holland, and entered the perfume raw material 
field with a European concern in 1911. 

After working in Berlin one year and in Paris two 
years, he first visited the United States in 1917 and 
established himself in business in this country in 
1918 under his own name. Later, in 1929, the pres- 
ent name, van Ameringen-Haebler, Inc. was estab- 
lished. 

He was President of the Essential Oil Association 
of the U.S. A. for two years; member of the Board 
of Governors of the Toilet Goods Association for 
four years,and a member of the Board of Governors 
of the Synthetic Organic Chemical Manufacturers 
Association of the U.S. for fourteen years. 

He is a member of the Board of Directors of the 
National Committee for Mental Hygiene, and 
Treasurer of that Committee. In March of this year 
he was elected a Trustee of Columbia University 


College of Pharmacy. 
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SUICIDE 


...In which Mr. van Ameringen pleads for 


LTHOUGH the seven fat years of the war 
A and immediate post-war period brought 
many new problems to the executives of the per- 
fume industry, some of the pre-war dangers tem- 
porarily disappeared. 

Now that obtaining supplies and keeping up 
production for an ever-increasing demand no 
longer plague the industry, dwindling sales and 
the specter of ever-increasing cost of distribution 
again haunt the industry, and are greatly endan- 
gering profitable operation. 

A decrease in the sales of perfumes, toilet 
waters and colognes after a period of great na- 
tional prosperity is in itself nothing alarming, 
provided the sales figure during the prosperous 
period was as high as it should have been. Unfor- 
tunately, however, regardless of the great increase 
in sales during the 1939-46 period, the consump- 
tion of perfumes, toilet waters and colognes was 
not anywhere near as high as it should have been, 
based on the American standard of living. Most 
of the advertising themes of the industry are to 
blame for this condition. 

On the whole, perfumes are still advertised as 
“the precious’’ something to be used for special 
occasions. Far too often sex appeal is suggested as 
one of the main advantages for their use, over- 
looking entirely that for every one woman inter- 
ested in the sex appeal angle twenty-five are not. 
Advertising of the industry has never concen- 
trated on conveying the idea that perfume is a 
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OR SELF-PRESERVATION 





greater realism in sales appeal—suggests distribution costs are out of line with safe business practice. 


necessary part of the well-groomed woman's get- 
up. 

Most women want to make themselves as at- 
tractive as possible, but on the other hand most 
women are not attracted by the “get your man” 
theme of the sexy advertising. Why not impress 
married women with the fact that “hubby” will 
be just as delighted, on coming home from the of- 
fice, to be greeted by an agreeably perfumed wife, 
as the acquaintance or stranger will be, whom she 
may meet when going to a party? Millions of 
women are still more interested in keeping the af- 
fection of their husbands than in gaining the 
fleeting admiration of someone else. Has the in- 
dustry become too New Yorkese in its way of 
thinking, and forgotten that New York’s popula- 
tion represents only a small percentage of its pros- 
pective customers, and the number of ¢o-called 
sophisticated women is insignificant from a sales 
standpoint? 

It is difficult to estimate how many gift per- 
fumes remain on a woman’s dressing table for far 
too long a time, often resulting in spoilage of the 
contents. The main reason that they stay there so 
long is the fact that the idea of perfume use as a 
daily habit has not yet been conveyed to the pub- 
lic. Most women still consider it an extravagance 
only to be indulged in on special occasions. 

American advertising genius has done wonders 
for many industries and certainly is able to put 
over the above ideas. When successfully accom- 
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plished, it will increase purchases by women 
themselves for their own frequent use instead of, 
as is the case today, the largest part of perfume 
purchases being made for gift purposes. 

Sound advertising and publicity can increase 
demand tremendously, but increased sales as such 
will not be the only answer to the problems of the 
industry. 

‘They must show a profit, and everyone agrees 
that distribution costs are so high that they en- 
danger profitable operation. Special advertis- 
ing allowances, demonstrations, free samples, 
P.M.'s, etc., etc., to department stores over and 
above the regular store discounts have grown to 
such an extent that the cost of distribution is not 
only out of proportion to the cost of the product 
itself, but is no longer justified by the benefits 
produced for the manufacturer. 

The industry itself started those practices many 
years ago. It felt that “prestige’’ accounts had to 
be secured at any cost; but today far too many ac- 
counts have become “prestige” accounts, as far as 
extras are concerned, cutting into gross profit to a 
most serious extent. 

It is difficult to bring oneself to take candy 
from a baby, but the wise parent will prefer a dis- 
appointed or even sulking child to a sick one. It 
will not be easy for the industry to change prac- 
tices which have crept in during the years, but no 
industry can survive conditions which prevent 
the making of a reasonable profit. 


October, 1948 311 





Buyers Loosen Their Purse- 


Value More 
Important than Price 


ETAILERS in the Middle-West are enjoying “bumper 

crop” business, so cosmetic manufacturers concerned 
over the immediate future can relax. In the Dakotas, Ne- 
braska, Iowa, Indiana, Michigan, Wisconsin and South- 
ern Illinois retail sales are approaching new unit and 
dollar peaks. 

In contrast, the industrial centers, Detroit, Chicago, 
Omaha, St. Louis enjoy a fair sale but not of the 
“bumper” variety—yet, although Des Moines, Kansas 
City, Duluth, Indianapolis and the Twin Cities have 
this type of cosmetic selling. It may be of interest to learn 
that although St. Louis is twice the size of Kansas City 
the latter’s cosmetic sales are 5 per cent larger, across the 
board. 


CONSUMERS DEMAND QUALITY AND VALUE 

Today, price is less important to the average customer 
than is value, but combine the two and big business is 
written. It was unfortunate that plastics entered the cos- 
metic field as a substitute for major firms are now giving 
it high style appeal. Jacqueline Cochran’s plastic sea- 
shell for her chromoblend is as important today as the 
well established powder mixed to suit the individual's 
complexion. Alexandra de Markofl’s initial presentation 
of a squeeze plastic for talc has been carried into several 
of the fall packages, and a squeeze deodorant bottle is 
now embellished with floral decor. Plastic cases cover the 
tips of implements and allied manicure outfits are in 
such packages. 
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National survey shows value more important 


packaging to emphasize value . Perfumes 


well . 


. Machineless heat wave sets gaining 


mas business expected Panstik and Silk 


“There are two types of customers,” said the merchan- 
dise manager of one of the largest pharmaceutical houses 
selling the retail customer: “The man always buys a 
smart looking package regardless of what the contents 
may be. The woman wants to know what’s in it and has 
come to be very skeptical about too much ‘chiffing’ on 
any type of package. We prefer to purchase boxes which 
we can ‘chiff.’ 

“Today, the average manufacturer ‘is finding that his 
increased cost for such packaging is eating into his profit- 
able sales, for the new buyers coming into the markets 
are not interested in the outside, it’s the inside which 
must have quality to remain sold. And—there is no hesi- 
tation upon the part of a woman to return merchandise 
which, to her, is not up to the quality she has in mind, 
regardless of price.” 

At the cosmetic shows in Los Angeles, the Twin Cities 
and Chicago every maker was careful to stress the fact 
that there was no extra charge for the smart packaging 


Retailers in the Mid-West are enjoying “bumper crop” business. 


Manufacturers supplying that area can relax over immediate future. 
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Strings When Value is 


than price... What manufacturers are doing in 


under $5 wanted . . . Small size Chanel selling 


... Treatment lines up... Near record Christ- 


Tone doing well . . . Price resistance evident 


which a few firms offered. These are, of course, holiday 
types and trims for departments. A smart package that 
can be used for any time of the year was acceptable. 
Kathryn, Inc., overcame this hurdle with a sleeve for 
Christmas, another for St. Valentine’s and a third for 
Easter. “By that time the stock should all be sold,” was 
the comment of an executive who feels that this idea will 
permit three items to be sold in the unit package, al- 
though it can be split into three separate ones. 


PACKAGES WITH A DOUBLE PURPOSE 


For the first time, several buyers report that manufac- 
turers are learning the importance of a double value in 
package form. A new idea is the cosmetic brandy-snuffer 
of Elizabeth Arden Sales Corp. Tussy Cosmetiques has a 
box covered with real black lace, contrasting its rose- 
petal pink, which can be used for many items, in the 
home; Chen Yu Inc., features plastic China tea-cup that 
is available in gold, black, green or blue of the Chinese 


Unlike men, who are always inclined to buy smart looking pack- 


ages, women are interested in the quality of what is inside. 
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Obvious 


tones. Those double-feature ideas are liked by (1) the 
buyers and (2) the customers. 

The presentation of bath ensembles, as bubble or salt, 
with tale and cologne have been important at Hudson’s, 
Detroit, Dayton’s, Minneapolis, and Meyers of Indian- 
apolis. But there has been little thought given to the 
matching of color in these items. As of yesterday the 
average copy writer can go right out on a limb, and not 
cut it off, as he rhapsodizes about the pastel and /or dark 
tones in bath salts, soaps, and the cologne bottles which 
match these other items. 

Buyers are highly pleased that manufacturers have 
combined the color and fragrance so that each comple- 
ments the other as in the dark American beauty red of 
the Wrisley package in contrast to the pure white of its 
gardenia soap. Ann Haviland repeats the color in its 
fragrances of both bath oils and soaps; Ferd Mulhens, 
Inc., has added jasmine, violet and carnation to match 
the same colors and fragrances in its bath salts which are 
now completed with pre-war wooden tops. Carrying out 
the idea to its ultimate, Tussy has ginger spice colored 
soap and matching it poly ethylene bottles of the same 
shade for talc and bubble bath. The bottles are made in 
the shape of the familiar gingerbread man and will have 
a distinct appeal to the customer, for many buyers had to 
smile and chuckle as they saw these and placed an im- 
mediate order. 


PACKAGE SIMPLICITY 


For years famous makers of perfumes did not package 
their product in the collector's type of bottle. They made 
a fine essence and expectéd it to be so considered with the 
package merely a container. There is a return to this in 
some of the present day offerings. It may take a con- 
sumer-re-education but the average woman will accept 
the value at a new lowered price as more than worth the 
plain bottle. Mary Dunhill, Inc., upset the cart of many 
perfumers by offering the delightful fragrance of jasmine 
and rose at $10 an ounce in a plain bottle marked with 
the one word “Value.” That word may inspire some copy 
writers or depress others now that saints, sinners, breath- 
less and inspirational compete for favor with VALUE. 
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Roger & Gallet fragrances of Lavande and Parma 
Violet are in plain bottles to give the customer full value 
in essence. Harriet Hubbard Ayer, Inc., in the Golden 
Chance group follow the plain package. The Dunhill 
bath essences especially designed for the hard water of 
the Middle West is a plain package, as is the scented lac- 
quer for painting drawers or closets that began this cos- 
metic group. Lentheric’s blanket sachet is an item that 
will appeal to many women who like fragrances for their 
linens and bed covers. This firm also features a humped- 
up poker chip size of guest soap in lavender for gift or 
bridge prizes. Into this same general category of sim- 
plicity is the return of a dram size smelling salt bottle 
which slips into the purse. It might be mentioned that 
the smart and colorful cosmetic cases which women favor, 
over the zipper types, are back in full color assortments 
and buyers are placing good orders. 


PRACTICAL ITEMS FOR THE MEN 

The Fair, Chicago and several of the suburban stores 
stocked Tawn, an overnight case by McKesson & Rob- 
bins Inc., for men who travel. In a plastic pocket apron 
is an assortment from razor to cream for the face, 12 
items covering everything a man might need on a one or 
two day trip. It rolls up into small space and is mascu- 
line in appearance. Firms that cater to men’s toiletries, 
and which have done so for years, have had substantial 
orders from buyers. The retailers report that war-time 
goods are now out, stocks are well balanced and that the 
next 90-days should put them well ahead of 1948. 

Pharmacies which had not been interested in cosmetics 
because of price and quality are now back for merchan- 
dise and shopping with extreme care and caution for 
types which their stores can sell to advantage. Purchases 
are for 30-days with November 1, a heavy delivery date, 
for all types of stores, although the smaller retailers want 
merchandise now. 

A successful deodorant is the Lentheric, Inc., Debo 
which is repeating in major centers. Buyers report that 
they bought it with some misgivings, wondering if wo- 
men would use it and strange to report the major sales 
have gone to men who find this ideal for their use, perhaps 
the atomizer insert may remind them of water-pistol days. 
Anyway there is good sale and excellent repeats on it. 
The same is true of the similarly capped fragrance for the 
hair which is expected to set new holiday records. 

“The only thing we must watch in offering quality,” 
said one executive in the market recently, “is to try and 
curb half price sales, which are an evil.” 

An Indianapolis buyer promptly challenged him, and 
equally quick on the retort was a Chicago buyer who 
agreed that manufacturers had started this “ball of evil” 
and now wanted to call the game off! 


SOME PRICES ARE LOWER 


The holiday presentations of merchandise at the vari- 
ous shows in the Twin Cities, Los Angeles, St. Louis 
and Chicago are highly competitive this year because 
most of the “war babies” have vanished and the firms 
are again back on the footing of quality, price and de- 
livery. 

Among some houses, fitted cosmetic cases will be from 
$10 to $25 under last year’s holiday prices. These are be- 
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ing made of finer leather, often with some type of plastic 
bottles and designed so that the cosmetic section can be 
removed from the case. 

Jacqueline Cochran not only flies a plane but realizes 
the importance of weight and she made up for the 
woman who flies a combination cosmetic kit and a hand 
bag which slips over the shoulder. For a deluxe holiday 
item or a special travel gift it is the last word in style. 

If the new idea of the radio in the travel cosmetic kit 
is followed then Alexandra de Markoff has started some- 
thing for one may locate 10 stations on the tiny RCA set 
in the case. 

Purse vials are more important than at any time and 
are lower in price than last year with prices of $2 and 
$2.50 with a top of $5 receiving spot orders. 

—Jean Mowat 


BUFFALO 


Perfume Premiums 
Boost Sales 


LUMPY sales of Summer gave way to a brisk Fall in- 

crease but the improvement varied considerably from 
that of last Fall. 1947’s Fall customers bought with less 
restraint and much less concern about dollar-for-dollar 
value. Whereas, this Fall’s customers are shopping with 
a jaundiced eye and a jammed-shut purse that has to be 
coaxed with purring of the pre-war type. 

To combat this condition, the Wm. Hengerer Co. 
staged a Frangrance Festival for one week, during which 
period an outdoor atomizer sprayed perfume onto the 
sidewalk area fronting the store and inside, half 
drams of the most top-grade perfumes were given away 
with toiletries purchases of $1.00 or over. Each day of 
the Festival, good-sized newspaper ads called attention 
to this “give-away” week. 

The response was terrific, profits were marvelous . 
but even here it was noted how an amazing percentage 
of people were “conniving” to apply odd-cent change 
from one section of toiletries to the odd-cent excess of a 
purchase in another section of toiletries—sufficient to 
equal another $1.00 and thus entitle them to another 
free handout of perfume! 

Still another department store backed up the Fall 
trend toward “tight” buying with the report that per- 
fume customers are more than ever interested in a pack- 
age that can be purchased for $5.00 or less. The buyer 
here also added that regularly customers ask if the sales 
clerk can suggest a new perfume that is exquisite without 
being too extravagant, preferably a nighttime fragrance. 

Further indication of the dropped price scale of unit 
sales is the fact that Faberge’s new-this-past-year $1.25- 
sized Woodhue cologne did somewhat reduce the vol- 
ume on their $2.00 size of Woodhue. But . so many, 
many more of the $1.25 size have been sold these past 
several months that their dollar total handsomely offsets 
the unit sale loss on the $2.00 size. 


PERFUMES IN SMALLER PACKAGES 


Another example of really good perfumes being sure- 
fire hits when offered in smaller packages—especially 
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when the smaller package is an exact replica of the more 
expensive, larger size—is Chanel with their new $6.00 
package of all their ultra fragrances. Though in Buffalo 
not quite three months, Chanel’s new smaller sized pack- 
age is enjoying tremendous success here—and with no 
advertising to speak of, other than the initial ad of the 
two department stores who launched this new size lo- 
cally! 

There’s always room for new gadgets if they're good! 
“Breatholator,” the new deodorizer of bad breath, is en- 
joying a wonderful spree—as is the Fant Oral Kit, the 
plastic case combining fold-up toothbrush with cylinder 
for dental powder. A natural for office, school, and travel- 
ing, this Oral Kit was given the “lead” writeup in the 
shopper's column of the Buffalo Courier-Express, and 
broke all records with the ‘phone inquiries that resulted! 
—Maggie Flemming 





Important School Girl 
Market Neglected 


VERALL cosmetic sales in Dallas took a slight turn 
upward during September although there was very 
little relief from the summer weather, one of the factors 
generally blamed for slow summer sales. Sales in treat- 
ment lines and perfumes are generally better than in 
August while deodorants and colognes are both holding 
their own. One popular price store says that its sales in 
treatment lines have been up all summer over figures fon 
last year. The buyer here is at a loss for an explanation. 
One large department store reports an enormous up- 
swing in cosmetics sales this month, but attributes it to 
a storewide Anniversary Sale which started a few days 
ago and will run for a total of two weeks. This store also 
reports great success with such new items as Rubinstein’s 
Silk-Tone foundation, Max Factor’s Pan-Stik and the re- 
turn of Houbigant’s Quelque Fleurs. Another depart- 
ment store has reported equal success with the latter. 

Another store attributes its upswing in cosmetics sales 
largely to the introduction of Jacqueline Cochran’s new 
blended powder base, Chroma Blend. This same store 
has had spectacular sales in Cochran's new Super Cleans- 
er, a cream soap, this month. 

The biggest specialty store in town, however reports 
little change over August, and one of the cut-rate drug 
chains says sales have not picked up as usual at this time 
of year. 

The majority of sales in lipsticks and nail polishes are 
in the cherry red and true red colors in keeping with 
darker fall clothes. All stores found the pink promotions 
successful during the summer. Only one feels this trend 
is continuing into fall. . 

Only one store has ever stocked nail polishes in black, 
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green, blue, yellow, etc. The buyer there found that sets 
of several such colors had their greatest success in sales to 
girls who used the polishes to paint the rims of eyeglasses 
to match their costumes. The store is now discontinuing 
the line. 


HOME PERMANENTS DO WELL 


Home permanents are doing well wherever sold, and 
being sold with equal success to women of all ages. (The 
specialty stores do not carry them.) Toni is selling best 
overall, with Hudnut a close second, and in some in- 
stances where both are sold, better. In the latter cases 
buyers attribute the success of Hudnut to the fact that 
the line keeps a representative in the store. Hair driers 
are carried by most of the department stores and are do- 
ing well. So far, few have stocked shampoo trays. Most 
are also doing good business in combs with cutting edges, 
particularly Hudnut’s Taperette and another called Stay- 
Neet. In addition to being used to keep short hair short, 
and in trimming in the use of home permanents, these 
combs are popular with mothers for trimming children’s 
hair. None of the stores have stocked home heat per- 
manents. All sorts of hair preparations are getting in- 
creased sales as a result of the interest in home perma- 
nents. 

All the stores featuring popular prices are aware of 
fairly strong price resistance, both general and with re- 
gard to the luxury tax. One buyer says, “Even men tell 
me that make-up is no luxury for a woman. It is as im- 
portant to a woman as her grooming.” She quotes women 
as saying, “Why don’t they go to Washington and fight 
that thing.” She adds, however, that perfumes and cer- 
tain creams may fairly be classed as luxuries. 

Price resistance is also seen in customers’ buying small 
and medium rather than large sizes, despite the economy 
of the latter. 

Specialty stores and those which do their biggest per- 
fume volume at prices of $15 to $25 report no price re- 
sistance. 

All stores are interested in the packaging of products. 
Most feel that re-packaging a line re-stimulates interest 
in a product. One store has found a Mary Kent Sachet 
wrapped as a gift package a good seller. One specialty 
store of whose perfume stock 75 per cent are imports, feels 
that the packaging is one of the most important factors in 
the popularity of imported perfumes—both as regards 
bottles and outside cartons. The buyer here says the cus- 
tomer wants something that looks fine. 


REFRIGERATED COSMETICS 

None of the stores refrigerate cosmetics, although sev- 
eral make the suggestion to customers across the counter, 
particularly in the case of fresheners, but then primarily 
for the extra cooling effect refrigeration gives. 

The specialty stores are doing good business in com- 
pacts as costume jewelry. Most of the department stores 
consider compacts largely gift items, and therefore find 
them moving slowly at this time of year. The specialty 
stores are also doing good business in all sorts of purse 
atomizers. One that is doing particularly well is about 
the size of, and looks like, a cigarette lighter. Another 
novelty item classified by one store as a “hot” item is 
Lip-Vue, a tiny mirror with a lipstick in the handle. ‘The 
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handle folds back over the mirror and the whole thing is 
to be carried in the purse. 

Sales as a result of girls going away to school and back 
to college are generally negligible. This field is obviously 
yet to be exploited. 

All stores agree that sales are better in cream than in 
liquid deodorants, with the exception of one popular 
price store which claims sales in liquid deodorants are 
generally better. 

All stores make use, either directly or indirectly, of 
promotion material supplied by the manufacturer with 
the exception of the major specialty store which prepares 
its own promotions.—Catherine Casey 


Sets Under 
$5 Preferred 


66D AIN, rain, go away!” was the unanimous lament of 

cosmetic buyers (and in fact, of most merchandis- 
ers) in New Orleans, as consumers sat out the first weeks 
of Fall as far away from the rainsoaked downtown shop- 
ping district as possible. 

Autumn started here with a hurricane, which didn’t 
do much damage, but took people’s minds off their looks. 
It kept on with constant rainfall, which seemed to be the 
last straw in an already sluggish sales situation. Buyers 
shrug, accept the inevitable; they are all beginning to 
feel that the cosmetic boom is over. Rain and taxes are 
tangible, immediate reasons to explain a sales slump; 
but most stores recognize that the gradual return to the 
market of other consumer goods has had the most real 
effect on the cosmetic business. 


FASHION PROMOTIONS WITH COSMETIC SLANT 


The changeover to Fall clothes looming in the im- 
mediate future will ease the slump somewhat, since fash- 
ion promotions with a cosmetic slant are well-thought 
of here, and new shades can always be sold. But custom- 
ers, wary now of the Federal tax which they didn’t notice 
so much before, are buying with a judicious eye on the 
price tag. 

To combat the mid-season slump, D. H. Holmes 
planned the biggest promotion any cosmetic department 
has had here for years. A contest with $500 in fine per- 
fume and cosmetic items as prizes was widely advertised 
for the week of September 13. Contestants were required 
to write only 25 words explaining “Why I Like To Shop 
at Holmes Cosmetic Department.” 

Holmes, which does more style shows than any three 
stores in town, will keep plugging cosmetics through the 
Fall in this manner. Although these style show tie-ins 
don’t reach a volume trade, they sell to the most appear- 
ance-conscious segment. Max Factor has done the make- 
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up for the shows so far this season; since this company 
maintains “the only Hollywood make-up studio in 
Louisiana” at Holmes. The Factor representative always 
gets a little spot in the show to make a personal talk. 

Incidentally, even on rainy days, the only clogged aisle 
in Holmes cosmetic department was the one before the 
Factor station, whose demonstrations are held at regular 
intervals. These seem to have a magic appeal, as the 
representative goes through a complete make-up routine. 
Sales are made this way too. The introduction of “Pan- 
Stik” added interest to the demonstration in September; 
and big window displays and newspaper ads heralding 
this one particular item boosted sales. 

Other “revolutionary new cosmetics” (such as Rubin- 
stein’s Silk-Tone) have been introduced with less bally- 
hoo. 

In addition to promoting the lines which provide the 
make-up for style show models, Holmes will plug several 
perfumes this Fall in its shows, by distributing samples. 
First to get this distribution was Leigh’s “Desert Flower.” 


COSMETICS LINKED WITH APPAREL SHADES 


Other stores plan a series of interior displays linking 
cosmetic and apparel shades. Revlon’s “Orchids To You” 
will get a definite push at Maison Blanche. Arden, Match- 
abelli, Monteil and comparable lines have been getting 
nice steady window promotion at Godchaux’s. The win- 
dow dresser tucks a tiny rouge-lipstick-powder ensemble 
into every window, with a neat small card naming the 
appropriate shade for the dress displayed. Nothing 
gaudy—but effective. 

Looking forward to Christmas, buyers hope to equal 
(with luck) last year’s sales; but don’t really expect to top 
that. They are concentrating on single items rather 
than combinations packaged by the manufacturer, since 
they find customers notice and object to the package cost 
tacked on by the maker. The stores say they would rather 
package combinations themselves, when the customer 
does want to make a larger purchase. 

Of course, tiny gadgety packages like lipstick sets, etc. 
are exceptions to this, since the unit cost of these sets is 
so small. Five dollars is the absolute top for “sets” to sell 
here in any volume, say the biggest stores. Very few elab- 
orate gift sets are demanded. 

Far better, from the point of view of both buyer and 
consumer, are the single gift items Christmas-wrapped 
by the manufacturer. Bath powder, cologne, etc. with the 
gifty-look are best for volume sales.—Glendy Culligan 


BALTIMORE 


Federal and Local 
Taxes Retard Sales 


HEN Baltimore women turned to the society section 

of one of the Sunday papers on September 12, they 
were treated to more than a glowing recap of the week's 
weddings and engagements, namely a healthy whiff of 
Dana’s “Emir” which saturated a full-page, two-color 
store ad. As a result of the promotion the advertiser sold 
out his stock of the perfume and the cologne within 
several days. 
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Currently, unquestioned emphasis is on the revival of 
Houbigant’s “Quelques Fleurs.” Almost every buyer has 
gone all out in the effort, the displays ranging from 
counter and showcase presentations of the traditional 
basket theme to window exhibits. Sales are high in all 
stores. However, this year as every year, the seasonal 
favorites are Faberge’s “Tigress” and ‘““Woodhue.” The 
Fabergette miniatures at $2.50 are extremely good sellers. 
In spite of rejuvenated packaging, Coty’s “Paris’’ is mov- 
ing slowly if at all. A specialty shop has been quite suc- 
cessful with Alexandra de Markoff’s colognes in plastic 
containers with self-atomizer tops. Expensive perfumes 
are selling poorly even in moderate size bottles. 

In lipsticks and nail polishes women still are buying 
the pinks which “came in” last spring. Conservative 
Baltimoreans seldom prefer deep tones anyway. Never- 
theless, buyers are anticipating a shift to the bluish-hues 
when their ads break on Revlon’s “Orchids to You” 
and Elizabeth Arden’s “Crimson Lilac.” 

Revlon’s Lip-Fashion stick is popular. While brushes 
never have been widely accepted here, the two outlets for 
the Model line are doing well with the $2 Fountain-Lip, 
a combination lipstick-brush which works on the same 
principle as the ball-point pen. 

The Robert Curley style comb, hair conditioner, and 
shampoo demonstrators have made the rounds of the 
‘ cosmetic departments and have been recalled for a re- 

peat performance at one store. 


; HOME PERMANENTS ENDORSED 


Toni leads the home permanent field with Hudnut 
an important rival. The machineless heat Bu-Tee Wave 
set, at $3.98 plus only 5 per cent tax, is up and coming. 
As an outcome of the public’s endorselment of home per- 
manents, hair rinses, scalp pomades, ribbon curlers and 
other goods formerly delegated to notion departments 
are being displayed prominently by cosmetic buyers. 

The best single-sale items are Tussy’s deodorant and 
Dorothy Gray's cleansing cream. Customers consistently 
wait for the manufacturers’ specials and then purchase 

, several. 
Items of the out-of-the-beaten-track variety which have 
wended their way to cosmetic counters and are paying 
off are: Handy Hannah hairdriers at $7.95; the Tote- 
brush, a small plastic case containing tooth powder and 
collapsible brush (ideal for travelers, career girls, and 
diners-in-town who like a sparkling smile); French 
poodle and kitten sachets; Breatholators, and Ayds, the 
vitamin candy reducing plan. 
Proof that word of mouth advertising should not be 
under-estimated is one store’s experience with Lip-Life, 
a base for lipstick. The manufacturer’s samples, number- 
ing too few for giveaways at a style show, were distributed 
among employees. The recent barrage of calls for the 
item can be attributed only to the grapevine since no 
newspaper or direct mail promotion has been attempted. 
} Mascara is marketable at a rather unvaried pace, but 
eye shadow often collects dust on the shelves. On the 
other hand the buyer of a specialty shop has been un- 
loading a fair quantity of eye shadows, green and blue 
as well as the customary black and brown; the logical 
explanation seems to be the shop’s more sophisticated 
clientele. 

Price is all important in penny-wise Baltimore. Manu- 
facturers’ increases added on to the federal tax and local 
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sales tax are taking their toll. Novelty items are good 
only if priced below $3. Even so an attractive perfume 
lamp, marked down from $3.95 to $1.99 still isn’t selling, 
nor is a convenient nail polish applicator at $1.50. One 
buyer stocked 72 DuBarry make-up kits, originally priced 
at $22.50, reduced by the manufacturer to $12.50, and 
now selling for $5.95. Thus far she hasn’t moved one but 
hopes that the holiday boom will come to the rescue. 

In the main, buyers are casting a greedy eye to Oc- 
tober’s “bright, blue weather.” September was an un- 
rewarding month; all the same, the total sales have 
paralleled closely the figure rung up during the same 
period of 1947. —June Graham 





Lipstick 
Sales Gain 


estate plans by department stores slated 
to begin next month are hoped to give impetus to 
early pre-holiday selling in this city. 

Some have scheduled fashion tie-ups, a seemingly con- 
troversial procedure among buyers. One buyer, who had 
an extremely successful June keying perfume and col- 
ogne with satin dresses, has planned a repeat perform- 
ance. Success of the first tie-in is attributed to well laid 
store-wide plans, which included spraying cologne into 
the streets as well as a series of windows. The street- 
spraying idea caused considerable comment and brought 
customers into the store. Both cosmetics and fashions had 
better-than-expected results. 

Another buyer reports fashion-tie-ins are largely val- 
uable for prestige, and a few direct sales may be attrib- 
uted to such co-ordination. 

Perhaps the amount of punch put into a promotion 
spells the difference between bang-up results and those 
that are negligible. 

The satin tie-in could possibly be attributed to the 
packaging of the perfume and cologne, as well as the 
name (Black Satin). 

For an unexplainable reason, better perfumes and 
toilet waters have been in demand earlier this year than 
usual. The $10 to $18 sales, which generally come later 
in the Fall have been good, it is reported. 

There has been no advertising locally stressing higher 
priced products. The only logical answer came from one 
buyer who said, “According to a survey, the average 
woman in Pittsburgh owns at least three different fra- 
grances in colognes or perfume. I guess this is just a 
fragrant-conscious city.” 

In the small-size perfume sales, Houbigant’s “Quelques 
Fleurs” has had favorable acceptance. The basket pack- 
aging, together with attractive counter display, has 
proved to be an attention-getter. 
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“Breath-o-later” has had tremendous interest with not- 
too-extensive advertising. Two reasons have been given 
for sales: (1) Word-of-mouth selling (2) smart little dis- 
plays in stores, beauty shops and drug stores. 


—Lenore Brundige 


West Coast Resents 


F.O.B. New York Billing 


T the California Toiletries Show just closed buyers 

seemed restless. “What's new?” they queried. “What 
have you got that’s different?” A quantity buyer left the 
show hurriedly when her merchandise manager phoned 
that a salesman, not in the show, was in with a new 
product to wave the hair. Four capsules are sold for 
$1.25, one of which is dissolved in water and the solu- 
tion combed in the hair and the hair set. Upon remov- 
ing the curlers the hair is waved. Several stores had al- 
ready offered the item to an impressive sales response, 

Early opinion was that this new gadget would cut 
deeply into sales of home permanent wave kits. The pat- 
tern, of course, is a continuation of the inroads upon 
beauty shop activities by toiletries departments. There is 
room for more items routed in this direction, and buyers 
are looking for them. 

The West Coast is now definitely in arms over lines or 
items shipped F.O.B. New York. No longer a territory, 
California, Washington and Oregon are prepared to call 
two strikes against a manufacturer who expects stores 
three thousand miles away from the factory to pay freight 
on his product. Warehouses on the Coast carry stocks for 
local deliveries of manufacturers who do not have branch 
factories already established, and buyers balk immedi- 
ately upon coming up against F.O.B. the East. If they 
don’t their merchandise managers or controllers do it 
for them. 

Further along this line is resentment against cash dis- 
count periods being established on the time of shipment 
from Eastern factories. One or two per cent cash dis- 
counts are expected to be figured E.O.M., and the manu- 
facturer who expects to continue West Coast shipments 
from the East on standard terms of one or two per cent 
ten days net 30 is also quite likely to find a hole in his 
bat when he steps up to the plate. 

There was considerable buying at the show, but orders 
were not large. The feeling seemed to be that a certain 
reserve must be maintained. Staple lines received good 
play, of course, new and untried lines were tried very 
lightly, as complete lines, but single items that looked 
good were ordered in trial lots. 

One important department store has now developed a 
policy of asking salesmen to send,in a minimum sample 
order of new items which they feel will fit into this par- 
ticular store’s picture. It is difficult for visiting salesmen 
to contact the buyer. “She is more useful to us in the 
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department these days,” says the merchandise manager. 
Salesmen are forbidden to see her there, but the mer- 
chandise manager is readily available, and if the new 
item appeals the salesman is asked to send the sample 
order. 

We know, however, that if an item looks sufficiently 
important the buyer will be called from the department 
and the conference may result in a substantial order. But 
the item must be new, must be different, and look im- 
portant. If it is all those, buyers are still buyers, and de- 
partment stores are still in business to sell merchandise. 


—Don Cowling 


CINCINNATI 


Treatment Lines 
Doing Well 


F September sales were any criterion, Cincinnati 

women took one look at their Summer-sun-baked 
selves and rushed out to do something about it. Creams 
of all kinds sold very well, especially “treatments” in all 
lines and dry skin creams. Even women who don’t have 
dry skins here, think they have, and will snap up any 
cream with “dry skin” on the label, one buyer said. The 
sale of creams was slow during Summer, but has shown 
an average constant rise through the years. Sales in gen- 
eral revived after a very sad August. 


HALF-PRICE SALES 

There were many half-price sales. For instance, when 
Herb Farm Shop discontinued a scent, it was put on sale; 
720 sold in a day and a half; 1440 more are ordered 
(Pogue). Rubinstein’s two deodorants, cream and lotion; 
Tussy’s beauty plus cream, Elmo’s skin freshener, and 
Dorothy Gray’s line all went on the block at half-price, 
and went very well after newspaper advertisements. Sales 
were in no way damaged by the reduced-price sales. One 
buyer reported that items sold just as well the week after 


Resentment is shown on the West Coast over cash discount periods 


established on the time shipments started in the East. 
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a half-price sale as during it; another told of sales at the 
regular price even though the item was at half-price else- 
where in town. 

More half-price sales will come in October: Joma 
hand cream, Lucien Lelong, Quinlan creams (Pogue), 
with substantial sales expected. 

All September promotions brought good results. 
Breatholator, the lipstick-shaped breath freshener con- 
tinued as a top seller, though no longer exclusive with 
Shillito. The new “Divine” perfume went very well after 
introduction in a fashion show and newspaper advertis- 
ing (Mabley) while name brands of cologne consistently 
sold and still sell well (Schiaparelli, D’Orsay’s “Intoxica- 
tion,” Faberge, and Dana). 

An attractive table and counter display in black and 
glitter, with lotus blossoms, brought results for Yardley’s 
“Lotus.” The re-introduction of Houbigant’s “Quelques 
Fleurs’’ was successful, and the new “Love and Kisses” 
was likewise. A new scent always goes very well here, first 
in cologne, later in perfume. 

Novelties are going well in the Dow Drug chain such 
as yarn kitten sachets, filigree-and-fake-stone atomizers 
at $1.98, a matching powder box at $1.50, and the $3 
“intoxication” metallic bag. All are on reorder. The cos- 
metics buyer for this chain wants all the novelties she 
can get, especially for Christmas sales. ‘People are tired 
of staple items in the same old packaging; they like em 
done up in a tricky way” was the way she put it. 

Completely un-promoted, the miniature $6 Chanel is 
going very well (Pogue) and so is a low-price ($12.95) 
hair dryer, exhibited in the beauty department for the 
first time (Mabley). Other items, non-cosmetic selling 
well from cosmetics counters, are tissues, Dorset com- 
pacts with initials at $1, and plastic compartment vanity 
trays at 89 cents. 

October promotions will have the Christmas spirit in 
some stores on the principle that “a dollar’s as good in 
October as it is in December.” Barbara Gould will be 
tied in with a winter fashion show the first week of Oc- 
tober at Rollman’s with samples given and departmental 
display, newspaper advertising etc. Rubinstein will be 
advertised and displayed in Alms and Doepke. 


Courtesy Helena Rubinstein 
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Hormone creams, slow to start, are picking up sales every day. 


Practically every shopper over thirty buys them in Atlanta. 











Cincinnati women are consistent heavy buyers of lip- 
sticks, powders, rouges. One buyer calls them “good 
shoppers.”” They want a dollar’s worth for a dollar and 
they’re not quite as susceptible as other women to bally- 
hoo.—Mary Linn White 





Hormone Cream 
Sales Pick Up 


OMEN in Atlanta are creatures of habit where lip- 

sticks are congerned. Retail cosmetic outlets here re- 
port sales stronger on lipsticks than any other single 
item of cosmetics, but they complain about the way lip- 
sticks are bought. 

For instance, Mrs. Marian Lambert, buyer and head 
of Rich’s cosmetic department, says that the average 
woman is still using the first type of lipstick she ever 
bought, both in brand and color. The most desired color 
has a slight touch of blue, despite the pink flurry last 
year and the most popular case is one that is average in 
size and attractive. 

The long sticks have not gone too well in Atlanta, 
and except for gift items, the little novelty packages, 
like three or more different colors of lipsticks on chains, 
whistle cases, etc., are not in much demand. 

Revlon leads as the most preferred brand of lipstick 
in Atlanta as well as nail polish. 

On the other hand—or cheek—the paste powders like 
Fashion Plate, Pan-Stick and any of the various other 
powder substitutes, have not achieved their aim. Only 
the youngsters here—teenagers and young college stu- 
dents, feel appropriately made up with a paste powder. 
Older women use the paste powders only as foundations 
and still buy powder to go over them. 

Elizabeth Arden’s products, in general, represent the 
epitome of cosmetics in this section with women buying 
basically, powder, rouge, cleansing cream, skin tonic, 
and lipstick. As they get older, most of them can be per- 
suaded into a foundation cream, or lotion and creams 
for the chin, eyes and throat. 

Hormone creams, accepted very gingerly at first, are 
picking up in sales every day. Practically every shopper 
over thirty can be depended upon to buy this type of 
cream. And so far'none of the stores have experienced 
any kick-backs, either from skin rashes or from com- 
plaints that it doesn’t accomplish any of the wonders 
credited to it. 

And whereas most of the department stores are inter- 
ested in promoting new products, Jacobs, one of the 
leading drug store chains, claim they are much more in- 
terested in ‘Playing ball with the winner.’ Or in other 
words, in promoting the line or lines that have proven 
popularity. In their case, Coty is the leading line, both 
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in powders and perfumes and the have found Coty’s lip- 
sticks second in popularity only to Revlon’s. 

Whereas Atlanta is primarily a cologne and toilet 
water town, dusting powder is also a steady seller, es- 
pecially during the Winter months. _—Maynita Gerry 





Caution is 


the Keynote . 


UYING plans for the Christmas season are upper- 

most in the minds of the cosmetic and drug buyers 
this month. One buyer reports that she has completed 
her buying. Others have placed half or more than half 
their orders and stock is being delivered. 

A buyer of one of the largest stores says they are mak- 
ing their buying plans with the expectation of slight in- 
crease in business over last year. Another says she expects 
business to be about the same as last year, but that she 
has bought more popular priced merchandise while cut- 
ting down on expensive items that were stocked more 
heavily previously. 

A volume store has cut down its Christmas buying 
budget and is definitely buying more inexpensive mer- 
chandise. The buyer is pleased with the variety and 
worth of the articles he was able to get to meet the de- 
mands of his customers for lower priced articles. 


CUT IN CHRISTMAS BUDGET 

A chain drug-store buyer says they have cut their 
Christmas budget and are buying less merchandise. They 
expect their present stock, with the addition of the 
limited buying they've completed, to take care of their 
Christmas business. They expect to concentrate on 
standard items, some in Christmas packages, rather than 
to stock up on gadgety merchandise. This buyer compli- 
mented such manufacturers as Helena Rubinstein for 
their simple but imaginative Christmas packaging. 

She also went to town on manufacturers who are bring- 
ing out gadgets that are designed to catch the customer 
but miss their mark. Manufacturers should be concen- 
trating on items with value to provide the buyer with 
merchandise to meet the demands of her customers. 


PERFUME SALES SLOW 


Perfume, particularly the higher priced ones, have not 
been selling here. Naturally, perfume business has suf- 
fered during the Summer because of the seasonal rush 
for cologne and toilet water. This continued strong 
through September because of the warm, sticky weather 
in Cleveland. 
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The opinions of buyers on perfumes that are bottled 
and packaged in France differ with the type of store and 
the clientele. A specialty shop buyer and a department 
store buyer feel that perfumes made and bottled in 
France have a glamour and snob appeal that makes them 
sell to the discriminating customer; that this customer 
will pay more to get this perfume; that there is a more 
lasting, elusive odor because of the climatic conditions 
and the way they are blended. 

A buyer of a volume store feels that French bottled 
perfumes can’t compete because of the difference in price 
due to duty and shipping costs. His opinion is that per- 
fume should sell on merit and not because of a label; that 
the American manufacturer has the same opportunities 
for resources on raw materials, as much know-how and 
skilled chemists who were trained in France. 

Another buyer from a volume store says that her cus- 
tomers who buy good perfumes are sold on the old stand- 
bys like Lanvin, Caron and Guerlain; that they will not 
be won over to a new perfume by a manufacturer whose 
name is not familiar to her just because it has a label that 
reads “made and bottled in France.” New names will 
have a hard time establishing a following and many will 
fall by the wayside. 

The only way they can possibly get a foothold or com- 
pete is to offer a variety of sizes and prices to encourage 
the customer to try the perfume and to appeal to the 
customer who is price conscious. She is in the great 
majority. 

The appearance of the “Breath-o-later” is also given 
as a strong selling point. “It appeals to either men or 
women, it’s the right size for a man’s vest pocket or a 
woman’s coin purse,” explained one dealer. Eye appeal 
through color might also be a factor. (Wonder if the 
manufacturer deliberately keyed them to Fall Fashion 
colors, or if it “just happened”’?) 

Another color note, and of a different nature, is 
sounded in lipsticks. Arden’s “Crimson Lilac” has had 
good acceptance for the short time it has been on the 
market here. 

“Women are beginning to be more and more conscious 
of the correct lip color for the clothes she wears,” is the 
opinion of one buyer. “It used to be that one lipstick, or 
possibly two, was all a woman (the average woman) 
would buy. Now she likes to try ’em all out and usually 
has a dresser drawer scattered with a half dozen or more. 
School girls, particularly, like to have an assortment. 
They go for the less expensive types (under a dollar), but 
are always anxious to try out a new shade.” 


LIPSTICK COMBINATIONS APPEAL 


That genera] trend ought to make the three and four 
lipstick combinations, selling for around a dollar, ap- 
pealing to the younger set. The report here is that the 
newly packaged lipsticks in such units have been well 
received in this city. 

The “grapevine” news that has come to salesgirls about 
new packaging for Christmas selling has had the proper 
psychological effect. Many of the girls behind cosmetic 
counters have volunteered this information to me and 
express the enthusiastic comment, “I hear they’re going 
to be sensational in some lines—I can hardly wait until 
we get them out to sell.” All of which ought to please 
manufacturers who have put time, thought and scien- 
tific research into packaging.—Elizabeth Luft 


The American Perfumer 
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A GREAT OAK: «+ 


LIKE THE PROVERBIAL OAK, Avon Allied Products, 
Inc. has its roots deep-down... nourished in the basic 
traditions of our industry. Firmly foundationed on 
the founder’s ideals of integrity, sincerity and crafts- 
manship, the Company has flourished and matured 
into the largest manufactory of Private Brand Cos- 


metics in the world. 


Today, Avon Allied’s branches extend from coast to 
coast and into Canada to serve you more efficiently. 
Yet, its efficiency is never dissipated by over-eager 
attempts to serve a vast number of clients, lest the 
results fall short of the Company's purpose: To pro- 


duce and assemble products built to the highest 





standard known to the American cosmetic industry. 


When you are considering improving a product or 
creating a new one, it is good to know these things 
about Avon Allied. Take advantage of the opportu- 
nity to use the superior facilities and knowledge 
which Avon Allied’s technical staff puts at your dis- 
posal: Men with a wealth of experience and special- 
ized skills and the most modern scientific equipment 


that can be bought or developed. 


By utilizing Avon Allied’s highly specialized service. 
developed during more than sixty years of successful 
operation, you too may confidently look forward to 


the fulfillment of your own long line of “Great Oaks” 


bon Med Lede INC. 


Makers of the Worltd’s Finest Cosmetics + Private Brand Specialists 
30 ROCKEFELLER PLAZA. NEW YORK 20. N.Y. 


Plant and Laboratories: SUFFERN, N.Y. + PASADENA, CALIFORNIA + MONTREAL, CANADA 
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Another new Atlas development 
for quality cosmetic formulas 
MODIFIED 


LANOLIN 
DERIVATIVES 


These range from completely water-soluble 
to completely oil-soluble. Tey can improve 
your formulas by incorporating lanolin 
effects in emollient creams — all-purpose 


creams— facial creams—hair dressings. 


IT’S ALL IN THIS BOOh... 


numerous formulas in which Modified Lanolin Derivatives are used 
—also formulas featuring Sorbo, the new high purity sorbitol for 
humectant purposes, and Arlacels...new, more color-free emulsi- 
fiers for cosmetic and pharmaceutical use. In all, 57 pages of up-to- 
the-minute technical information about emulsions and surface active 
agents. A copy of the new revised edition of DRUG AND COSMETIC 
EMULSIONS will be sent you on request on your company stationery. 


SEE OUR EXHIBIT 
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CHICAGO COLISEUM 

WATIOWAL 

CHEMICAL 
EXPOSITION 
OCTOBER 12.13, 14.15.16 

ie 


So you're going to the 
Chicago Chemical 
Be sure to visit the 


Exhibit at Booth 126. INDUSTRIAL CHEMICALS DEPARTMENT 


SORBO, ARLACEL—Reg. U. S. Pat. Off. 
ATLAS POWDER COMPANY, WILMINGTON 99, DELAWARE ¢ OFFICES IN PRINCIPAL CITIES ¢ CABLE ADDRESS ¢ ATPUWEG 
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Measuring the Hardness 


of Cosmetic Products 


VULLOOAAUUDERETORGUUOREUDAUUROOOEUUOEOEUEOUUEEOGDEROOEEAOGEOUUEGOUEOGUDOOODEOOOROAUORAOGEROOEOUEOAOURONG ORONO RODD ONOOOONOcEROOO RAO oROOaAOOOoNOoONOoRNOOnoNOoOOONS 


This article describes an apparatus which 
can accurately measure the hardness of 


E. MAHLER* cosmetics 


VUUUUDUUCUOUEEOEODEEUREDEEDEUOEEEEOEUGEOURODEDENOEOODEDEUDEO ROU DEDEOORO EOD EOOEOEOOONOEOO DEO AOORUEEOOAO OOO OU OOO DOOONO REO ROOOO ORO REGEN NNO ROROORNONOOONOROONOOOOnOOONS 


LL those who manufacture, sell, or buy cosmetic 

creams, lotions, makeup preparations, Vaselines and 
other articles in paste form have to carefully consider a 
property of these products; namely, their hardness or 
consistency. A cream has a higher or lower degree of 
hardness or softness; a lotion pours easily or difficultly; a 
makeup or rouge is also to be called hard or soft while 
this property has no bearing whatsoever upon its quality. 
We have investigated this feature and tried to find a 
rapid and easy process for measuring the hardness of 
cosmetics. 

A hard cream comes out of a tin or aluminum collaps- 
ible tube in the shape of a well-molded cylinder, which 
may attain a considerable length while a soft cream loses 
its shape almost immediately. With a hard cream one 
can form a so-called “rock” like those often shown in 
display cabinets, and inside the jars it resists rough 
handling without deformation, while a soft cream is 
crushed by its own weight when small quantities are 
superimposed. Inside the jars it has a tendency to run 
when the containers are placed horizontally, or during 
the jerks and jolts of the shipping procedure. 

\ lotion of heavy consistency will always retain the 
mark of previous agitation without ever again develop 
ing a truly horizontal surface. A soft lip pomade would 
be crushed and deformed under the same circumstances. 


RESISTANCE TO DEFORMATION 


It is easy to see that all these varieties of behavior 
depend on one property: resistance to deformation. 
Hard products are less apt to be deformed, than soft 
products. 

In other words, hard products can resist without 
permanent deformation to a certain amount of shearing; 
they have a minimum of rigidity and, as pointed out by 
Marcel Mathieu: “a substance which has rigidity cannot 


® Laboratories Gattefosse, Lyon, France. 
Translated from French by M. Neurath. 
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be considered as a liquid and will, therefore, be a solid.” 

However, cosmetics are solids having the feature of 
plasticity. We have to determine which coefficient of 
physical action is equivalent to their resistance to de- 
formation. 


VISCOSITY OF PRODUCTS 


The viscosity of products can be disregarded in this 
instance. A high viscosity may cause a semblance of in- 
deformability and we will revert to this feature again 
when speaking of apparent hardness; but the viscous 
products have no permanent resistance to deformation. 
For instance, mixtures of colophony and castor oil of 
tar oil have a stiff appearance, and still they pour like 
liquids, though somewhat slowly; they do not stay in 
the shape given them by apparent deformation. Viscosity 
also corresponds to what cosmetic practice calls adhe- 
sion, or “pull.’”” Depending on its higher or lesser viscos- 
ity, a cream may have the property of pulling the skin 
in tangential direction as the finger moves on the surface 
of the epidermis which has been coated with the specific 
product. 

We will not insist on these definitions and on the 
figures referring to them; the reader interested in these 
data will find them in a book now on the press: “The 
Structure of Emulsions” by Maloine. 


BRINELL HARDNESS 


\ coefficient used in industry for measuring the de- 
formability of substances has been named after its intro- 
ducer, a metallurgist who designed an apparatus for 
measuring what has been known ever since as the Brinell | 
hardness. This measurement is based on the simple ob- 
servation that a substance is just as much harder, as it is 
more difficult to impress it by forcing a shape supposed 
to be non-deformable, against it from the outside, with 
a pre-determined power. Brinell uses a hard steel ball 
and a power of 3.000 kilograms; we have also tried using 
a sphere penetrating into the substance to be examined; 
yet, the results did not prove satisfactory by various 
reasons and we concluded that the spheric shape of the 
plunger had to be abandoned. 

After many tests we adopted a plunger the shape of a 
cone, which forms an angle of 90 degrees at its top. The 
figures obtained with various charges have been satis- 
factory in regularity; the range of measurable hardness 
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was between 0.5 and 2.000 with the same apparatus and 
permits the testing of cosmetics of almost all existing 
varieties. 


MEASURING APPARATUS 

The apparatus we have devised consists of a cone of 
wood coated with a dark cellulosic varnish. It measures 
7.5 centimetres at its base and forms an angle of 90 
degrees on top. This cone is guided by a steel rod 20-25 
cm. in length and 2 millimetres in diameter, which slides 
in two circular holes of 3 millimetres diameter, placed 
at a distance of 12-15 centimetres from each other. The 
vertical position of this apparatus can be adjusted by 
propping. The error caused by friction of the guides is 
negligible. The rod can be equipped with a string, which 
makes it possible to lower it on the product to be tested, 
without exerting any pressure. The setup as we build it, 
weighs 45 grams; of course its dimensions are not final 
and only given as an example. 

In order to test a substance, we apply an imperceptibly 
thin coating of fat to the surface of the cone and cover 
this entirely with talc powder. Thus, a white “veil” is 
put over the cone. The rod is placed into its guides and 
the cone—while being loosely held by means of the 
string—is permitted to slowly descend on the surface 
of the cosmetic material to be tested, which has previ- 
ously been leveled with a spatula. Thus, the cone im- 
presses itself on the surface and we permit it to advance 
into it until it comes to a standstill. 


TIME OF CONTACT 


With most products of little viscosity the time of con- 
tact need not be longer than 3 minutes. With lanolines, 
lano-Vaselines, etc. however, one has to allow up to 20 
minutes. 

Then the cone is pulled up again by means of the 
string and the rod is removed from the guides. On the 
surface that has been immersed, the talc has disappeared. 
The section from which the white powder has been re- 
moved forms a precise circle and its diameter can be 
easily measured. The precision attained by this method 
is of the order of 0.5. If x is the diameter measured in 





Hardness measuring apparatus 
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centimetres, we get for D (equal to | million times the 
Brinell unit) 
P — 8V 
—F 
being the product’s density, V the volume in cubic cen- 
timetres, and S the surface in square centimetres, of the 
immersed cone surface. 
For a cone with a top angle of 90 deg. the equation 
P — 90.131 x’ 
ll x? 
will apply; since most frequently $ 
P — 0.131 x? 
Ais y 
Example: A cream of P = 45 grams (a normal tri- 
ethanolamine stearate cream) gives us x = 2.5 centi- 
metres 


D = 10 


D = 10 


D — 10 


d— 10 45 — 0.131 x 2.53 62. 
Lat X Zo" 

The slide rule permits to resolve the equation with 
sufficient accuracy in a matter of 1-2 minutes. Measure- 
ment and calculation will take 12 minutes. 

The relative errors are between 6 and 4 per cent; con- 
sidering additional sources of inaccuracy we may admit 
errors of 10 per cent; yet, in a lotion having a hardness 
of 0.5 to 2, a soft cream of 20, a hard cream of 300 the 
error of 10 per cent is negligible. As a matter of experi- 
ence, however, we have found that our errors with this 
method average only 5 per cent. 

If the cone is charged with a slightly different weight 
the errors do not increase. It is only necessary to obtain 
an impression resulting in a minimum length of | centi- 
metre for the diameter “x” 

In order to obtain measurements of practical value it 
is necessary to: 

1. avoid shocks and vibration of the apparatus; 

2. accurately measure the diameter of the zone from 
which the talc has been removed. While the oil in the 
cream forms a wider circle the shape of an “‘aureole’’ on 
the powder-coated cone, this should not be mistaken 
for the surface of the cone cleaned of the talc. 

3. wait until the impression has been completed; 
particularly with viscous substances; 

1. distrust the wetting action of some cosmetics; some 
of them are harder if permitted to gel on their own ac- 
count and softer if placed under continuous agitation 
until they have completely cooled; this refers particularly 
to Vaselines. 

5. distrust the thixotropy or increase in hardness 
shown by certain mixtures, mainly those containing 
bentonite the hardness of which may vary between 90 
immediately after compounding, and 140 fifty minutes 
later, while after a week the same mixture may attain a 
hardness of 500. 

6. work at the most constant temperature that can be 
provided, particularly where substances, which soften 
upon heating, are tested. 

Let’s say a word on the apparent hardness as shown 
by the viscous substances, such as the lanolines and true 
Vaselines. 

At first sight their hardness appears to be higher than 
it really is, as the viscosity retards the product’s deforma- 
tion. The apparent hardness is obtained by leaving the 
cone on the cream for 10 seconds only. The results thus 
obtained fit the material’s behavior: 
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A Vaseline gives 
Apparent hardness 120 
Real hardness 70; 
a lanolin 
Apparent hardness 590 
Real hardness 270. 

In a whipped day cream of low viscosity the difference 
is comparatively insignificant: 

Apparent hardness 480 
Real hardness 380. 

If the same apparatus is weighted with between 500 
grams and | kilo it is possible to measure hard cosmetics; 
the accuracy is less, but the error does not exceed 15 per 
cent. 

A red lip pomade is 39.000 under low weight (445 
grams); 34.000 under heavier weight 

This refers to a hard quality; a softer one gives about 
16.000, 14.000. 

The following is a complication of figures obtained by 
this method, relative to commercial products: 


Product Real 
Hardness 

Water 0 
Lotion of medium fluidity 0.50 
Heavy Lotion 2.50 
Fluid cream 20 
Cold cream, soft 50 
Triethanolamine cream 60 
Vaseline 70 
Cold cream, hard 200 
Lanoline 270 
Stiff cream (stearate of ammonium) 300-400 
Limit above which a cream will 

not come out of the tube 2.000 
Red lip pomade, medium 15.000 
Red lip pomade, hard 35.000 


¢ 


Between 3 and 30 there exist different fluid creams 
with capillary affinity. Between 400 and 10.000 range the 
makeup and rouge preparations sold in jars. 


STUDY OF HARDNESS PROBLEMS 


This method has permitted us to study a large num- 
ber of problems related to hardness, thixotropy, aging, 
lustre, hardening, gelling power of some esters, etc. It 
has also helped us to establish curves on the aging of 
cosmetic substances. Thus our method provides an in- 
dispensable means of control and a highly accurate tool 


for cosmetics production, testing, and research. 





Japan’s Camphor Industry 


Ihe Japanese camphor industry was seriously affected 
by bombing and the return of Formosa (Taiwan) to 
China. Approximately 60 per cent of prewar production 
was in Formosa and 40 per cent in Japan proper. In 
1935, output reached a peak of 4,329 metric tons of crude 
camphor and camphor oil. 

Progress has been made in the past two years toward 
rehabilitation of the industry, Output in 1946 amounted 
to 1,388 tons and estimates of the fiscal years 1947 and 
1948 are 2,500 and 3,000 tons respectively. Extensive re- 
lorestation has been undertaken; however, it is expected 
to be many years before production will equal prewar 
combined Japanese and Formosan output. 
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Early Use of Cod Liver Oil 


by Dr. Hans Salfield 


As far as we could find, it is now generally agreed that 
cod liver oil preparations possess a definite value in der- 
matologic practice. Probably W. Lohr (Zentralbl. Chir. 
61,1686,1934), W. von Drigalski (Ztschr. Vitaminfschg. 
3,260,1934), and Lauber and Rocholl (Klin. Wschr. 15,- 
1143,1935) were the first to point out the influence of cod 
liver oil on the liquefaction of necrotic tissue debris, on 
the formation of granulation tissue, as well as_ its 
slightly bactericidal properties. The work of these au- 
thors has been confirmed by a number of other investi- 
gators, among them Sandor, Lichtenstein, McLaughlin, 
and Aldrich. Cod liver oil has been especially recom- 
mended for the treatment of skin burns. The relation- 
ship between its potency and the influence of vitamin 
A and D on the skin has also been investigated. 

In view of all this, it may be interesting to learn that 
we have found a very early reference to the cosmetic use 
of cod liver oil with special regard to its application on 
the abdominal epidermis during the puerperal period, 
in order to prevent flaccidity and impart smoothness and 
turgor to the skin. This reference has been found in the 
writings of the 16th century French historian P. deBour- 
deille, Seigneur de Brantome, at the Court of the Valois 
(“Le Livre des Dames’; Chapter 2; first edition; J. Sam- 
bix, Leyden, 1665; the original is now at the French Na- 
tional Library in Paris). 

It may be safe to presume that, were it not for some 
specific property inherent in cod liver oil, the ladies of 
that time would well have preferred some of the custom- 
ary and satisfactory vegetable oils (f.i. olive oil) which 
were certainly not unknown to them for their beneficial 
properties. 

This reference might well serve to illustrate the fact 
how therapeutic application of certain ingredients some- 
times antecedes the establishment of a scientific founda- 
tion for their employment for a considerable time. 





BEAUTY BAR 








“dA reducing cream! Whatever do you want with a reducing cream?” 
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HELENA RUBINSTEIN: Best Seller by 
Helena Rubinstein comes in a book-shaped 
bottle. An outer cover, designed to look like 
a book jacket, completes the package. Sells 
at $2.50 for 4 ounces. 


JEAN PATOU: L’Heure Attendue, by Jean 
Patou, is packaged in a bottle intended to 
symbolize the name. The bottle is in crystal, 
of semi-circular shape and gives the impres- 
sion of the rising sun, with the rays cut into 
the bottle surface. Retails at $20.00 per 
ounce. 


LA CROSS: La Cross has brought out a 
metal cased lipstick and lip-brush. The case 

HELENA RUBINSTEIN is so made that in closing, the holder of the 
brush withdraws before the brush touches 
the case base. 


JEAN PATOU LA CROSS 


tinea 
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LIGHTFOOT SCHULTZ 


LIGHTFOOT SCHULTZ: Lightfoot Schultz has used 
the famous Dick Tracy character “Sparkle Plenty” as 
the model for a castile soap for kiddies. It is a true re- 
production, and is hand-painted with pink bows on the 
bathrobe, blue eyes and flowing yellow hair. Retails at 
69¢. 


HARRIET HUBBARD AYER: Golden Chance, by 
Harriet Hubbard Ayer, is packaged in a replica of an 
old-fashioned inkwell with gleaming gold top. Retails 
at $11.50 per ounce. 





HARRIET HUBBARD AYER 


JACQUELINE COCHRAN: Jacqueline 
Cochran has a new item in a translucent sea 
shell. The shell, which is purse-size, is to 
hold “Chromablend,” the individually com- 
pounded cream foundation. Price of cream 
and shell $2.00. 


PEGGY SAGE: A convertible lipstick, in 
gold-like metal case, has been introduced by 
Peggy Sage. It is 334 inches long closed. 
When opened the base is fitted over the case 
to make a 434 inch long, easy to use lipstick. 
It retails at $1.00. 





PEGGY SAGE JACQUELINE COCHRAN 
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dollars and... 


On & 


m scents from orda 


D 
) You make good profits if you use good scents, be- 
cause you sell more of your products. A lot of 
toilet goods makers get good scents from Norda. 
Norda has been creating fine odors and essences 
a long time. The outstanding leaders use them. 


And every day Norda is being asked to help cre- 
ate new products of great promise. 


It would be a privilege and a challenge to work 
with you. Possibly we might be able to suggest 
an improved fragrance that would, for instance, 
boost your soap sales considerably, and cut your 
production costs noticeably. May we try? 


Ask for free samples of Norda odors and es- 
sences. Test them. Get to know them... and 
Norda . . . without obligation. Write for samples 
today. 


@ Get the new and useful Price List of Norda 
Scents, Odors, and Essences. Your name 
brings your copy. 


Norda ESSENTIAL OIL AND CHEMICAL COMPANY, INC. 


601 West 26th Street, New York 1, N. Y. 


CHICAGO © LOS ANGELES © ST.PAUL * MONTREAL > TORONTO *® HAVANA » MEXICO CITY > LONDON » PARIS 
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GEORGES IGOLEN 


ARCISSUS poeticus L. grows abundantly all over 

Provence, (Southern) France. Its extremely numerous 
wild flowers are harvested from April to May according 
to the altitude (up to 1200 m). Treated in the perfume 
factories of Grasse with petroleum ether, they yield 
2.6-2.8 per cent of a virose green-yellowish, rather hard 
concrete oil which clears on aging and has an odor simi- 
lar to that of the flowers. 


ANALYTICAL CONSTANTS AND COMPOSITION 


Concerning the analytical constants and the composi- 
tion of the oil of narcissus the bibliographical data are 
rather scanty. 

Y. R. Naves & G. Mazuyer' give the following values: 


eF. E.V. 
Concrete M.P. 50 deg. € (approximately) 24 60 
Absolute di5 — 0.960 n "OD 1.4884 38 838.6 


Von Soden? had indicated for the oil distilled from 
one concrete of Grasse: 
a7. ELV. 


d25) = 0.985 « D slightly dextro-rotatory 7 202 


Finally Y. R. Naves, S. Sabetay and L. Palfray® pre- 
pared a distillate which had the following constants: 
A.V. E.V. 
dis — 0.994 - 1.4988 5.6 184 


aD — +0°40’ n20, 


For the oil obtained by steam distillation, the same 
authors report yields ranging from 2,2 to 3,5.4 
The concrete oil examined by us had been prepared 
by treating flowers from the Artuby district (La Roque 
Esclapon, Bargéme, la Bastide), with petroleum ether. 
It had the following constants: 
A.V. E.V. 


M.P. (method of Pohl) 55-56 deg. C 22.4 52.5 


We found therein no sulphur and no_ nitrogen. 
Treated by the classical method this concrete yields 30 
per cent of a viscous greenish absolute oil having the 
following constants: 

A.V. ELV. 


dis — 0.9728 n20,, = 1.4928 39.2 87 


Codistilled with diethylene glycol according to Sabe- 
tay’ 200 g of this concrete oil yielded 23.2 g of a slightly 
yellowish oil which did not react with chloroformic bro- 
mine and reduced ammoniacal silver nitrate. Its analyti- 
cal characteristics were 

iV. E.V. 
1.5050 11.2 78.14 
after acetylation E.V. = 171.14. 


15 — 0.9715 20 5 J 2 
dts — 0.9715 a?” »°48 n %» 


Carbonyl value: 70 methoxyl (Zeisel): 3.7 per cent. 


Submitted by Gabriel Bertrand (C. R. Acad. Sci., 1942, p. 234-237). 
o 
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A Study of the Oil of N arcissus 


By agitating 20 g of the distilled oil with 2 per cent 
NaOH, the phenols are separated: 0.95 g of a mixture 
melting at about 45 deg. C. By means of chloride of di- 
nitro-3,5-benzoyl it is possible to isolate a dinitrobenzo- 
ate melting at 130 deg. (Maq.), viz. the dinitrobenzoate 
of eugenol (mixed melting).° In the same way is ob- 
tained naphtylurethane of eugenyle, M.P. 121-122 deg. 
(mixed melting). 

By blotting off the mixture on a porous plate we iso- 
late colorless and odorless crystals of another phenol 
(M.P. 62 deg.) which we were unable to identify. 

Acidification of the sodic solution deprived of phenols 
sets free an acid (M.P. 121 deg. 5), whose p-bromophena- 
cylic ester melts at 119 deg. This is the benzoic acid 
(mixed melting). 

After removal of the phenols and of the free acid, the 
oil is treated with 200 g of 5 per cent metabisulphite of 
sodium. Extraction with petroleum ether followed by 
decomposition with NaOH yields 1.6 g of a liquid hav- 
ing the odor of the bitter almonds oil. It contains ben- 
zoic aldehyde as may be shown by means of the dinitro- 
2.4-phenylhydrazone (M.P 370 deg.) (Maq.) and the 
semicarbazone (M.P 222 deg.) (capillary) of this body 
(mixed meltings). 

After this double treatment with caustic soda and 
metabisulphite, the oil is saponified for 2 hours with al- 
coholic caustic soda: 1.5 g NaOH in 50 cm*® of 95 per 
cent alcohol. Alcohol is then removed and the substance 
taken up with water and extracted with ether. In the 
aqueous fraction is identified benzoic acid (M.P 121 deg. 
5); its p-bromophenacylic derivative melts at 119 deg. 
From the ethereal fraction is isolated a viscous product 
(9.5 g) which is then fractionated in a Widmer flask. 
The first fraction, E°—80-85 deg. gives an allophanate 
melting at 190-191 deg. which is the allophanate of 
benzyl (mixture). The second fraction, E, 120-125 deg., 
Np20—1,5780 solidifies: it is cinnamic alcohol; allo- 
phanate melting at 205-206 (Maq.), phenylurethane 
melting at 90-91 deg. (Maq.) (mixed melting). 


CONSTITUENTS OF CONCRETE OIL 


To sum up: It seems that the distillable fraction of 
the concrete oil of narcissus contains, as chief constitu- 
ents, eugenol, benzoic aldehyde, free or esterified ben- 
zoic acid, benzylic and cinnamic alcohols. The aromatic 
constituents which give its particular perfume are yet to 
be determined. 


Les Parfums Naturels, Paris, 1939, p. 238. 

J. Prakt. Chem. 110, 1925, p. 277. 

Perf. & Ess. Oil Rec. 28, 1937, p. 336. 

Ann. Chim. Anal. 19, 1937, p. 12. 

Ann. Chim. Anal. 21, 1939, p. 173. 

. This is another example of the frequent occurrence and of the import- 
ance of eugenol in the flower perfumes, pointed out by Sabetay, Igolen and 
Palfray, C. R. 213, 1941, p. 805. 


DV Coto 
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CONCENTRATE HONEYSUCKLE 
663 


A FAITHFUL REPRODUCTION 
OF HONEYSUCKLE BLOSSOMS 


CONCENTRATE CASSIE 
838 


AN ORIGINAL CONCEPTION 
OF THE CASSIE FRAGRANCE 


ROURE-DUPONT, INC. 


ESSENTIAL OILS, AROMATIC CHEMICALS AND PERFUME BASES 
GENERAL OFFICES 
366 MADISON AVENUE, NEW YORK 17, N. Y. 


CHICAGO BRANCH LOS ANGELES BRANCH 
510 NORTH DEARBORN ST. 5517 SUNSET BOULEVARD, HOLLYWOOD 


SOLE AGENTS IN UNITED STATES AND CANADA FOR 


ROURE-BERTRAND FILS et JUSTIN DUPONT 
GRASSE (A. M.) FRANCE ARGENTEUIL (S. & 0.) FRANCE 
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How Bath Pearls Were Put Over 


In less than two years Col. John Agar translated a 


bare idea for vari-colored bath capsules into a 


business selling through over 6,000 retail outlets 


ESS than two years ago when John Agar was mustered 
out of the Army as a Lieutenant Colonel bath pearls 
by Delagar were unknown. Today, as founder and presi- 
dent of Delagar Products, Inc., Roslyn, N. Y. Mr. Agar 
and his associates are kept busy supplying over 6,000 re- 
tail stores all over the United States and also in Argen- 
tina, Brazil and Cuba to meet the demand for these use- 
ful and attractively packaged bath products. 

The amazing success of the new enterprise revolves 
around two interesting personalities who combined their 
talents, one with an idea and the other with the genius 
to merchandise it to best advantage. Both are endowed 
with energy. Mr. Agar is a world traveler. Most of his 
lite has been spent in far away and exotic places in vari- 
ous activities related to women’s fashions. In fact he is 
an expert in silks and woolens and has imported and ex- 
ported both. During the time he was working with these 
fabrics he lived and worked in the Far East, the Middle 
East, Egypt, South America, Australia, Canada and New 
Zealand. Enlisting as a private in World War II he served 
a total of six years of strenuous service in the army in 
Libya, Egypt, Syria, India, New Guinea and 20 islands in 
the Pacific ocean, emerging finally as a Lieutenant 
Colonel. 






Col. Agar, who watches closely all manufacturing operations, exam- 
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ines a batch of bath pearls before they are packed into containers. 


The opportunity afforded by the cosmetic industry 
fascinated Mr. Agar and he organized Delagar Products, 
Inc. to manufacture bath capsules. Manufacturing space 
was scarce so he finally located his factory in a large, well 
built barn which was a part of the historic Washington 
Inn in Roslyn, Long Island, N.Y. near his home in Brook- 
ville. Offices of the company were located across the street 
from the plant. 

All efforts were centered on the manufacture of vari- 
colored bath capsules in inviting packages. A box of eight 
retails for 50¢; a box of 17 for $1; and a special set in an 
acetate box retails for $2. The odors employed are laven- 
der, pine, rose geranium and exotic. 

The other personality who directed the packaging and 
merchandising was Sally Hansen, president of Sally Han- 
sen, Inc. who likes to take the bare nucleus of an idea and 
build it into a product and then see that it is put on and 
sold off the proper retail counters throughout the coun- 
try. Under her direction a number of sales agencies 
handle the product over the entire country. This in- 
cludes a crew of about 75 men selling to drug and de- 
partment stores chiefly. Most of the large sales to chains 
are handled personally by Sally Hansen herself. Ever 
since the sales work began sales have mounted steadily. 






Section of the clean, airy and well lighted Packaging Department 
where a conveyor belt helps to expedite the work of the operators. 
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In each of these great centers of the Soap, Perfumery and Cosmetics industries there 
is a Chiris company, with a complete production and distribution service. These com- 
panies pool all the experience and Goal; technical resources which nearly 
200 years of outstanding leadership an in the World’s Essential Oil and 


Aromatic industries have made mare available to the House of CHIRIS. 


ANTOINE CHIRIS Co. Inc. 


119 WEST 57th STREET, NEW YORK 19, N. Y. 


ESTABLISSEMENTS ANTOINE CHIRIS ANTOINE CHIRIS, LT) 
GRASSE - PARIS LONDON 
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Propionates as Flavor Components 


Among the esters of propionic acid can be found sev- 


eral compounds which are very useful as flavor and 


MORRIS B. JACOBS, Pxu.D.* 


N so far as their use in flavoring compositions are con- 
| cerned the propionates are a relatively newer group 
of flavoring components, particularly, as compared with 
the esters of acetic, formic, and butyric acids. They are, 
as a general rule, somewhat more expensive than thei 
corresponding acetate, formate, and butyrate homo- 
logues, nevertheless, because of certain special proper- 
ties, they are finding increasing use in both flavor and 
perfume technology. Indeed, in some instances, they are 
superior to their aliphatic homologues and their ter- 
pene alcohol and aromatic analogues. Thus for exam- 
ples, benzyl propionate is considered by some authori- 
ties to-be superior to benzyl acetate as a component of 
jasmine formulations, linalyl propionate is more fruity 
than linalyl formate, and amyl propionate has a more 
distinct fruity note than amyl acetate. 

As in previous papers we can classify the propionates 
into aliphatic, aromatic, and terpene alcohol propio- 
nates. These are all esters of propionic acid. They 
should not be confused with esters of derivatives of pro- 
pionic acid such as the hydrocinnamates which are often 
called phenylpropionates as in the instance of methyl 
phenylpropionate. Other relatively common derivatives 
are the furylpropionates. 

As would be expected because of their floral character 
the aromatic and terpene alcohol propionates have far 
greater use in perfumery than the aliphatic propionates 
most of which are used almost exclusively for flavor 
formulations. 


® Professor of Chemical Engineering, Polytechnic Institute of Brooklyn. 
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per ume compounds 


Methyl propionate, CH,CH,COOCH,, the simplest 
of the propionates, is a colorless liquid which has a low 
boiling point, namely 80 deg. C., a specific gravity of 
0.915-0.917, and a refractive index of 1.3796. This ester 
has a flavor reminiscent of black currant, a fresh fruity 
odor, and a sweetish taste. It is miscible with alcohol in 
all proportions, is readily soluble in aqueous alcohol 
mixtures, and one volume is soluble in about 16 vol- 
umes of water. Methyl propionate is not carried as a 
regular item by most suppliers of aromatic chemicals 
and, probably because of the possible formation of me- 
thyl alcohol on hydrolysis, its use as a flavor component 
is limited. It has been mentioned as an ingredient of 
black currant flavors. 


Ethyl propionate, CH,CH,COOC,H,, is an analo- 
gous colorless liquid. It boils at 99 deg. C., has a specific 
gravity in the range of 0.891-0.896, and a refractive in- 
dex of 1.3844. Ethyl propionate has a marked fruity 
odor and flavor. It is completely miscible with 95 per 
cent alcohol, is very soluble even in 60 per cent alcohol, 
and about one volume of the ester is soluble in about 
60 volumes of water. Ethyl propionate has been rec- 
ommended for incorporation in apple, grape, pear, 
pineapple, and strawberry compositions but in general 
it can be employed in many of the flavor formulations for 
which ethyl acetate is used. It is not used much in per- 
fumery. 


Propyl propionate, CH,CH,COOCH,CH,CH,, is a 
colorless liquid boiling in the range 122-124 deg. C., and 
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having a specific gravity of 0.883-0.887. It has a pear 
flavor, an estery odor, and a bitter taste. This ester is 
also miscible with alcohol, is soluble in alcohol-water 
mixtures, and about 0.5 cc. is soluble in 100 cc. of water. 
Propyl propionate has been recommended for use in 
banana, plum, pineapple, and prune flavor composi- 
tions and it has been suggested as an ingredient of apple, 
cucumber, currant, melon, pear, and quince formu- 
lations. The literature does not disclose any use in per- 
fumery. 

Isopropyl propionate, CH,CH,COOCH (CH,),, is 
also a colorless liquid boiling at 111-112 deg. C. and 
having a specific gravity in the range 0.881-0.893. It has a 
plum-like flavor, an agreeable fruity odor, and a bitter- 
sweet taste. Isopropyl propionate is miscible with alco- 
hol, is very soluble in alcohol-water mixtures, and its 
solubility in water is analogous to that of the normal 
isomer, propyl propionate. It has been suggested for use 
in arrack essence and in berry compositions like rasp- 
berry and strawberry. This ester does not appear to be 
carried as a stock item by most of the firms dealing with 
aromatic chemicals. 

Butyl propionate, CH,CH,COOCH,CH,CH,CH,, isa 
liquid boiling at 146 deg. C. and having a specific 
gravity of 0.883. This ester has an apricot flavor, a weak 
rose-like odor, and a sweet taste. It is miscible in all pro- 
portions with 95 per cent alcohol and is very slightly 
soluble in water. Butyl propionate has been recom- 
mended for use in apple, banana, pear, and pineapple 
flavor essences and has also been suggested for use in 
apricot and peach flavor formulations. Traces of this 
ester are said to be useful in grape compositions. 

Isobutyl propionate. CH,CH,COOCH,CH (CH.,),, 
is a colorless liquid which boils at 135-137 deg. C., hav- 
ing a specific gravity of 0.880-0.888, and a refractive in- 
dex of 1.3975. It has a grape flavor, an agreeable fresh 
fruity odor, and a bitter taste. The ester is miscible with 
95 per cent alcohol, is soluble in aqueous alcohol mix- 
tures and is insoluble in water. Isobutyl propionate has 
been recommended as an ingredient in apricot, banana, 
cherry, peach, and pineapple essences and has been 
suggested for use in apple, blackberry, cherry, hops, gin- 
ger, grape, mulberry, and alcoholic beverage flavors like 
whiskey. 

Isoamyl ~—s propionate, CH,CH,COOCH,CH,CH- 
(CH,),, commonly sold under the name of amyl pro- 
pionate, is a colorless liquid boiling at 160-161 deg. C., 
having a specific gravity of 0.870-0.875, and a refractive 
index of 1.4065. Amyl propionate has an apricot-plum 
flavor, a bitter-sweet taste, and a pronounced fruity odor 
resembling pineapple and pear. This ester is miscible 
with 95 per cent alcohol, is soluble in alcohol-water mix- 
tures, and is only very slightly soluble in water. As men- 
tioned above, isoamyl propionate has a more distinct 
fruity note than amyl acetate and thus is used in gen- 
eral like amyl acetate. Specifically it has been recom- 
mended for apple, banana, and peach essences, and it 
has been suggested as an ingredient in apricot, lemon, 
pear, pineapple, plum, quince, raspberry, strawberry, 


and citrus flavor compositions. Amyl propionate has 


little perfume composition use. 
Heptyl propionate, CH,CH,COOC,H,,, is a liquid 
which boils at 208 deg. C. and has a specific gravity in 
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the range 0.875-0.885. It has an apricot flavor, a bitter- 
sweet taste, and a rose-like odor. This ester is soluble in 
alcohol and is insoluble in water. It is not carried as a 
stock item by commercial firms dealing with aromatic 
chemicals. Heptyl propionate has been suggested for 
use in apricot, peach, and pineapple flavors. 

Decyl propionate, CH,CH,COOCH,(CH,),CH,, is an 
homologous aliphatic propionate. It has been recom- 
mended for incorporation into citrus flavor formula- 
tions. Decyl propionate has considerably more perfume 
use than the preceding aliphatic propionic acid esters 
and has been suggested for use in neroli, orange and 
rose perfume compositions. 

Dodecyl propionate, CH,CH,COOCH, (CH,),,CH,, 
boils at 166-168 deg. C. under reduced pressure 
(20 mm. Hg). This ester has also been suggested for use 
in citrus flavors and very likely can also be employed as 
a fixative. 

Cetyl propionate, CH,CH,COOCH,(CH.,),,CH,, 
hexadecyl propionate is another member of this series. 
It boils at 211-212 deg. C. under reduced pressure 
(18 mm. Hg). Its uses are probably entirely analogous 
to those mentioned for decyl and dodecyl propionate. 

Cyclohexyl propionate, CH,CH,COOC,H,,, also 
known as cyclohexanol propionate and cyclohexanyl 
propionate, is a liquid boiling at 193 deg. C. It has a 
specific gravity of 0.971-0.972. Cyclohexyl propionate has 
a fruity character. It is a relatively newer flavor ingredi- 
ent and has been suggested for employment in berry 
flavors like currant, raspberry, and strawberry and for 
flavor essences like apple, banana, and peach. 


USE 

Ihe specific use of the aliphatic esters of propionic 
acid has been detailed above. In general, however, it is 
well to note that these aliphatic propionates are used as 
bulk components in comparison with the aromatic and 
terpene alcohol propionates which are used in very 
small and even trace amounts in flavor and perfume 
compositions. 

In a succeeding article the properties and specific uses 
of the aromatic and terpene alcohol propionates will be 
detailed. 


Flavored Notes 


The use of trace amounts of essential oils and syn- 
thetic aromatic chemicals for blending and rounding off 
flavor formulations is an art which is not to be mini- 
mized. This topic will be discussed in some detail in a 
forthcoming article. 


* * * 


Two papers of interest to flavor chemists were pre- 
sented in the Division of Organic Chemistry at the St. 
Louis meeting (Sept. 1948) of the American Chemical 
Society. One was on the synthesis of phellandral given 
by R. L. Frank and Odette Shotwell of the University of 
Illinois. The other was on the synthesis of alpha, beta- 
unsaturated aldehydes given by C.C. Price and J. Pap- 
palardo of the University of Notre Dame.—M. B. J. 
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stock designs in crystal clear Maryland Glass. All are carried 
in stock in a complete range of sizes for immediate 
shipment—with caps furnished if desired. 
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Maryland Glass Corporation, 
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Heavy Duty Detergents Sell Readily 


NE of the most comprehensive evaluations of the syn- 

thetic detergent market so far compiled has been re- 
leased by the Bureau of Advertising, American News 
paper Publishers Association. This analysis of the mar- 
ket was based on the monthly grocery inventory con- 
ducted by newspapers in thirteen local markets from 
Coast-to-Coast. 

One of the most interesting and revealing trends un- 
covered in this survey is the fact that heavy duty deter- 
gents, recently introduced and not yet national in dis- 
tribution, are chalking up big sales. In Detroit, for ex- 
ample, on an overall soap and detergent sales basis of 
606.4 units, (that is, an average of 606.4 units per store 
for the month, of both soap and detergent) heavy duty 
detergents, introduced accounted for 64.6 
units by March. In the Toledo area, with a base of 
168.1 units, entering the year 1948 with 1.0 unit, they ac 
counted for 65.2 units in March. In Gary, reaching that 
market in October 1947, heavy duty detergents sold 40 
units out of 411.0 by April 1948. In the St. Louis area, 
going into the market in April 1947, they reached 87.1 
units out of 617.1 units by March 1948. They 
Cincinnati in March 1947. One year later they sold 103.0 
units out of 442.4. In Dayton, with 98.4 units in June 
1947, they accounted for 173.1 units out of 526.3 in April 
1948. Los Angeles followed the trend, showing that this 
type of detergent reached the market in October 1947. 
By April 1948 it sold 130.0 units out of an overall soap 
and detergent figure of 778.7. 

Perhaps it should be explained that in order to reach 
a fair means of comparison, where manufacturers have 
more than one size package, the entire volume of sale 
was converted to the most popular size, on an ounce ba- 


January, 


reached 


sis, in the survey. In comparisons between synthetic de- 
tergents and package soaps where sizes differed, price 
and performance were used as governing factors. In or- 
der to permit comparisons within the two classifications, 
synthetic detergents were broken down into light and 
heavy duty groups. Similarly, package soap was classified 
as fine fabrics and general duty. 
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Sales trends of all synthetic detergents vary widely de- 
pending upon the location of the area tested as this lo- 
cation affects the hardness of the water supply. Below is 
a representative table showing sales of detergents ex- 
pressed as a per cent of all package soap sales: 

City 1947 

3 quartet 

i 


1948 
1 quarter 


35.8 


35.7 


I quarter 
24.8 
Cincinnati 18.7 
New York 9.7 12.0 12.3 
Gary 15.9 16.6 21.3 
Boston ; 7.8 8.3 8.5 
Los Angeles 35.7 31.9 33.3 
San Francisco 20.7 22.9 22.0 
Dayton 50.0 19.8 50.2 


2 quartes 4 quarter 


30.9 
34.4 
12.3 
19.2 


St. Louis 
32.4 


The importance of water hardness as it affects the di- 
vision of a given aréa between sales of soap and deter- 


gents is strikingly illustrated by the following chart.* 


Light Duty Synthetic Detergents vs. Fine Fabric Package Soaps 
(SHARE OF MARKET BASIS) 


SOFT WATER CITIES; MEDIUM HARD WATER CITIES 1 WaRo WaTER 
i . 
100%-> ' CITIES. 


' 

! 

' 
Fine Fabric 
Pockoge Soap 
Light Duty 
Syntnetic 
Detergents 


WINSTON DETROIT TOLEDO WASH. GARY 
Salem oc 


San 6STLOWS CIK- 
FRANCISCO cINMAT! 


OaYTOM LOS 


Hordness wane ANGELES 


( Ports 


Per Million) ie eee 16 100 133 7? us 7 98-180 106-113 306 


0-283 
. 


® U. S. Geological Survey Water Supply Paper No. 658 is the 
water hardness data. 


source for 
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NO. OF MARKETS 


Finally, as a comprehensive national breakdown of the 
division of sales between general duty and fine fabric 
soap, and heavy duty and general service detergents, the 
above chart is presented. 

An interesting note is that this survey disclosed that 
the advertising cost per thousand units sold was uni- 
formly lowest where the medium used was newspapers 
and newspaper supplements. 

Sponsoring newspapers were: Boston, Herald & Trav- 
eler; Cincinnati, Post; Dayton, Journal-Herald; Detroit, 
News; Gary, Post-Tribune; Indianapolis, News; New 
York, World-Telegram; Los Angeles, Daily News, Exam- 
iner, Herald-Express, Times; St. Louis, Globe-Democrat; 
San Francisco, Examiner; Toledo, Blade; Washington, 
D.C., Times-Herald; Winston-Salem, Journal and Senti- 
nal. 


Dr. Brown Promoted by Emery 
Robert F. 
sales manager for Emery Industries, Inc., Cincinnati, 
Ohio, succeeding C. W. Sampson. Mr. Sampson is now 
in charge of a newly formed export department. 


Dr. Brown has been appointed chemical 


Swift Operating Oil Processing Plant 


Swilt & Co., Chicago, IIl., is to begin operating a new 
oil processing plant at Hammond, Ind., this Fall. The 
new plant consists of eight buildings and a tank farm. 
Chis new construction includes units to carry out three 
processes: Solvent crystallization, solvent fractionation 
and fat splitting. 

Research into new and improved products will be a 
vital part of the operation and will be carried out in an 
experimental pilot plant. Research will also be con- 
tinued at Swift & Company’s central research labora- 
tories. 


Arthur P. Harris 


> 


\rthur P. Harris, for thirty years West Coast repre- 
sentative for the Manhattan Soap Co., and the Scherliek 
Co., New York, N.Y., died recently at his home in Los 
Angeles after a long illness. Mr. Harris was 66 years of 
age. 


336 October, 1948 


Netherlands Indies Palm Oil 


The palm oil industry in Sumatra, Netherlands Indies, 
has demonstrated a remarkable recovery. Considerable 
damage was done to the factories, particularly the power 
stations, during the Japanese occupation. Only a few 
factories were undamaged, but with two exceptions all 
of them are again operating. 

It is estimated that production of palm oil in 1948 will 
reach 54,000 metric tons and that it will be increased to 
at least 100,000 tons in 1949 and 132,000 tons in 1950. If 
sufficient funds become available for further rehabilita- 
tion of existing plantation equipment and processing 
plants, it may be possible to step up production to 200,- 
000 tons in 1949 and 240,000 tons in 1950. 


Colgate Appointments in Research 


Dr. E. E. Dreger has been appointed vice-president in 
charge of research and development by Colgate-Palm- 
olive-Peet Co., Jersey City, N.J. Dr. Dreger joined Col- 
gate in 1925 and has served as research director since 
1941. He will make his headquarters in Jersey City. Dr. 
Dreger holds a number of patents on local anesthetics 
and synthetic detergents. 


Dr. E. E. Dreger Dr. Arthur L. Fox 


Dr. Arthur L. Fox has been made director of research. 
He comes to Colgate from General Aniline and Film 
Corp., where he was director of research. His offices will 
be in Jersey City. He comes to Colgate with considerable 
experience in synthetic detergents, emulsifying agents 
and surface active chemicals. Dr. Fox is well known for 
his discovery of Taste Blindness, an hereditary charac- 
teristic that is now used in the 
world in the study of genetics. 


universities’ all over 


American Potash Ups Sales 


American Potash & Chemical Corp., Los Angeles, 
Calif., reports sales increase of $452,339 during the first 
six months of 1948 over the corresponding period for 
1947. Total sales for the months of 1948 
amounted to $7,157,905. Net earnings showed a decline 
of $160,122, due to higher costs of materials, supplies and 
labor. 
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American Hydroear- | 
bon Synthesis Is New | 
Source of Ketones | 


Will Make Four Ketones 


Commercially Available 


Ketones — the water white chemicals with 
excellent solvent properties, used extensively 
as solvents, raw materials, and intermediates 
in a great variety of processes — are another 
group of chemicals to be supplied by the 
American Hydrocarbon Synthesis. Acetone, 
methyl ethyl ketone, methyl propyl ketone, 
and methyl butyl ketone will be obtained di- 
rectly from the water soluble stream of the 
synthesis, and from these four ketones many 
other important compounds can be prepared. 


Ketones Widely Used 

This is good news for the plastics, pro- 
tective coating, rayon, petroleum, and photo- 
graphic film industries, who have been using 
increasing amounts of these versatile chemi- 
cals, Acetone is used in many diverse solvent 
operations ranging from the dissolving of 
acetylene gas for cylinders to the various 
solvent jobs it performs in the production of 
photographic film, artificial leather, acetate 
rayon, and plastics. Acetone is also a raw 


Final polishing of sheets of transparent methy! 
methacrylate. Acetone, one of the ketones to 
come from the American Hydrocarbon Syn- 
thesis, is an important raw material in the 
production of this acrylic resin. 


material in the production of chloroform and 
iodoform, diacetone alcohol, methyl isobutyl] 
carbinol, mesityl oxide, indigo, sulfonal, and 
certain resins and plastics. Other ketones 
which can be prepared from acetone are: 
methyl isobutyl ketone, phorone, diisobutyl 
ketone, acetonylacetone, and isophorone. In- 
creased availability of acetone may stimulate 
interest in these and other of its products. 
Methyl ethyl ketone is a good solvent for 
vinyl resins, and as such is used in the pro- 
duction of chemical-resistant lacquers. An- 
other important use of methyl ethyl ketone 
is in the dewaxing of lubricating oils. It is 
a good low-boiling nitrocellulose solvent, 
similar in evaporating properties to ethyl 
acetate. Methyl ethyl ketone 
also plays a part in the manu- 
facture of cleaning compounds 
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New Non-Hazing Alkyd Makes 
‘Mirror-Like Finishes Possible 


Aroplaz 1248-M Has High Gloss and Gloss-Retention — 


Is Non-Hazing 


Even in Presence of Zine Oxide 


For the first time a pure phthalic alkyd resin which does not haze in the pres- 
ence of zinc oxide has been placed on the market. Aroplaz 1248-M, a new pure, 


long oil, 


oxidizing, color- and gloss-retentive phthalic alkyd, 


is the latest 


development in the U.S.I. line of resins for the field of architectural paints and 





New Booklet Is Guide 
To Well-balanced Feeds 


A new booklet, 


Amino Acids in 


entitled Proteins & 
Animal Nutrition, is 
available now for the manufacturers of 
feedstuffs. This guide, written by a 
prominent authority, is designed to en- 
able the feed manufacturer to estimate 
the essential amino acid content of his 
feed. The availability and distribution of 
sulfur amino acids is certainly, the book- 
let states, an index of the protein quality 
and overall performance of the ration. 
A serious deficiency of only one amino 
acid is enough to cause failure of the 
entire diet, according to the author. 
Copies of this valuable booklet may be 
obtained exclusively by writing the 
Editor of Chemical News. 


Non-breakable Containers 


Are Available for Acids 


New plastic vials and jars, particularly 
adapted to the packaging of wet, oily, acidic 
products — and to dry products sensitive to 
moisture — are said to be available now in 
commercial quantities. The new containers, 
it is reported, combine the advantages of 
lightness in weight, freedom from breakage, 
new design and color effects, and durability. 
They are odorless, taste- 
less, and inert. Resistance to highly corrosive 
hydrofluoric acid is also claimed. 


described as being 


Fingernails Break Easily ? 


Here’s a New Remedy 


Women with extremely fragile fingernails 
can now look to pt-methionine for a solution 
of their problem, according to a noted medi- 
cal authority. Use of nail polish removers 
containing very strong solvents tends to take 
the oil out of fingernails, preventing proper 
metabolism and causing them to 
fragile, it is reported. Including a consider- 
able amount of pt-methionine in the diet, it 
is claimed, is one means of combating this 
tendency. 


become 


enamels. This mineral spirits soluble resin is 
the result of years of testing and development 
| by U.S.1.’s laboratory and production ex- 
perts. Enamels made with Aroplaz 1248-M 
are excellent in both color and gloss, and 
have outstanding gloss-retention. 


Non-Hazing With Zinc Oxide 
One of the most striking advantages of 
Aroplaz 1248-M is its high gloss-retention 
in the presence of zinc oxide. The charac- 


| teristic weakness of alkyds up to the present 
| time has been their tendency to develop a 
| surface haze that diminished gloss consider- 
| ably. 


This hazing tendency was particularly 
pronounced when zinc oxide was used in 
pigmentation. Since zinc oxide is absolutely 
essential to prevent yellowing of white en- 
amels, hazing has been a serious drawback 
to the use of alkyds in architectural enamels. 

Aroplaz 1248-M, however, in extensive tests 
conducted before offering it for sale com- 
mercially, showed no tendency to haze in 
two years of aging carried on under a variety 
of conditions. Besides this property of ex- 
cellent gloss-retention, Aroplaz 1248-M also 


has improved brushing char- => 


acteristics, such as ease of 


aren maintenance of 
New Drom Gage 


A new drum gage is now on the market 
for measuring the contents of 55 gallon 
drums. The drum reserve can be accurately 
estimated at a glance, according to the manu- 
facturer’s report. The gage is described as 
suitable for use indoors or out. 
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October 


New Scientific Journals 


Two new scientific journals are now avail- 
able. They are: the South Africa Industrial 
Chemist, the official news organ of the South 
African Chemical Institute; and Research, 
a Journal of Science and Its Applications, 
published in England. 


CONTINUED 


and artificial leather. With methyl propyl 
ketone and methyl butyl ketone commercially 
available for the first time —through the 
American Hydrocarbon Synthesis — new uses 
will probably be developed for these effec- 
tive medium-boiling solvents for vinyl resins. 

The reactive carbonyl group common to 
all ketones makes them good starting ma 
terials in many organic syntheses. They will 
react readily with aldehydes, hydrocycanic 
acid, and amines, and so they are used ex- 
tensively as raw materials and intermediates 
in the production of resins, plasticizers, 
dyes, etc. 


New Source 
of Ketones 


Previous Sources 

Acetone 
now obsolescent method of dry distillation 
of calcium acetate. One commercial process 
employed at present for the production of 
acetone is the oxidation of isopropyl alcohol. 
Acetone also obtained in commercial 
quantities as a co-product with normal butyl 
alcohol by the fermentation of starch or 
sugar. Methyl ethyl ketone has been pro- 
duced by the oxidation of secondary butyl 
alcohol. Up to the present time methyl propyl 
ketone and methyl butyl ketone have been 
practically unobtainable in commercial quan- 
tities. 

Now the American Hydrocarbon Synthesis 
will provide a single, dependable source of 
four ketones — ace 
tone, methyl ethyl 
ketone, methyl pro- 
pyl ketone, and 
methyl butyl ke- 
tone. These four 
compounds offer a 
wide range of sol- 
vent properties 
and possibilities 
for many chemical 
syntheses. 


is 


was at one time prepared by the | 


| 
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U.S.I. CHEMICAL NEWS 


| Discovers Method for 


Assaying Senna Leaf 


| 


According to a recent scientific paper, new 
laboratory tests on both animals and humans | 
have led to the discovery of a method for 
assaying senna leaf. One of the oldest bo- 
tanical medicines in the world, senna was 
first used as a medicine in about the ninth 
century, and has been used continuously ever 
since, chiefly in laxatives. 

Until now no adequate attempts had been 
made to set up standards of potency for any 
of the forms of senna commonly used in 
pharmaceutical products. The recent investi- 
gations, however, are said to indicate that 
senna preparations can be assayed for po- 
tency on humans by tests with mice. The 
application of these findings, it is claimed, 
will permit establishment of potency specifi- 
cations for the various pharmaceutical forms 
of senna. 


ATTENTION 


Users Of Specially 
Denatured Alcohol 


Have you remembered to renew your 
basic permit (Treasury Department 
Form 1479) for 1949? If you require 
forms or any assistance in their prepa- 
ration, call your nearest U.S.I. office. 


Non-hazing 
Resin 


wet edge, and proper lapping-in. 
Specifications to which Aroplaz 


1248-M 


conforms are given in the table below: 


| SPECIFICATIONS @ AROPLAZ 1248-M 


Non-Volatile: 69-71% 
Solvent: Mineral Spirits 

Z-72 (22.7-3 
Number 


16.2 poises) 
of Non-Volatile: 

(Gardner 
gal. @ 25°C, 


Viscosity: 
Acid 

Color 

Wt. 


8-12 
Stds. 1933): 7-9 
(Solution) : 8.05-8.15 lbs. 


Printed in U.S.A. 


TECHNICAL DEVELOPMENTS 
Further information regarding the 
manufacturers of these items may 

be obtained by writing U.S.I. 


tid to 
ssing, is 
> thin to 
(No. 371) 


A new brazing process for magnesium, s 
give neat joints needing li itt] or no 
claimed to be 1g parts 
be welded. 


Film thickness is measured accurately to 0.00001 
inches, it is claimed, by a new gage using Radio- 
1ctive Carbon 14. (No. 372) 
Hard-to-get-at surfaces - flasks are reached by a 
new type brush, it is reported. The brush is de 

scribed as ving a wriggs r-operated bristle por- 
tion which will piv 1s 90° to reach 


any spot in the flask, ite. (No. 373) 


A new acid- and oil-resistant matting, claimed to 
have tremendous abrasion resistance said to 
lie flat and hug the floor better than rubber does 
according to the manufacturer (No. 374) 


A new extremely strong adhesive, said to yee >- 

vide a etal-to-metal bond resistant to she 

tests up to 3,500 pounds per square inch, is eas > 

to apply, long-lasting, and inert in water, oils, 

and most solvents, the manufacturer reports. 
— —_ we 

A new glass-painting medium, said to bs« 

use and durable to s and 

useful also in decorating 

and similar hard surfaces, 


Unique Se galvanizing process is 
claimed to rodu ce tanks giving greatly ex- 
te nded service o hand gal zed tanks. 
(No. 377) 
A new hydrotropic agent for increasing the water 
lubility luble or slightly soluble organic 
che ] many potential applications in 
the *s and resins coatings, the man- 


(No. 378) 


f ins 
Tt ins¢ 


Sete sapphire balls, said to have a 
coefficient of fricti hardness 
only to diamon I »Scri ia 
and may 1 } 
assemblies 
to contact 


low 
second 
1cid proof 
rature bea 
with claime d. 
(No. 379) 
Wallpaper is made washable by a new resin 
coating which 1 s stair ch as ink, crayon, 
grease, and ble with soap and 
water, the m (No. 380) 


Non- destructive, — quantitative analysis of 
the elemental constituents of metals, alle YS, 
chemical com p unds, sof naneila and ores is made 
possible by a new X-ray unit, it is laine. 
(No. 381) 
“cold” industrial solvent said to be 
very versatile in dissolving and dispersing all 
types of petroleum residues from metal surface. 
The maker claims it can be used without applica- 
tion of heat except in cold weather conditions. 
(No. 382) 
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by ARNOLD KRUCKMAN 


EDERAL Trade Commission's trade practice rules 

for the cosmetic and toiletries industries will prob- 
ably be in the last stages of final discussion with the 
trade and the public by the time this is published. Dur- 
ing the Summer the various reluctances here and else- 
where were legitimately excused by reason of the ab- 
sence of many Government officials on vacation, which 
reason also covered the drag among the industry. 

The word is now that officials are back, thoroughly 
refreshed after their vacations, and that the members of 
the industry feel ready to meet with the Washington 
people in the final rounds of the debate. There is little 
doubt that out of these talks will come trade practice 
rules, probably far more interesting than has been ex- 
pected. The Federal Trade Commission will unques- 
tionably push hard to secure the adoption of rules. The 
nature of the rules is still open to speculation, since the 
discussions which are pending at the time this is written 
will undoubtedly crystallize some ideas and inclinatigns 
which have not yet appeared sharply in the picture. The 
trade practice events ahead should be interesting. 

It is not definitely clear what is happening in the 
nail-polish base investigation which has been quietly 
prosecuted by the Food and Drug Administration the 
past months. Dr. G. Robert Clark, chief of the Cosmetic 
Division, and his assistant Dr. Charles Wales, are very 
cagey in discussing the subject. It is known that the in- 
vestigation in the field and in the laboratories has been 
very thorough and exhaustive. It has been found, ap- 
parently, that some products are made of materials to 
which most human beings are allergic. To what extent 
these products are poisonous has not yet been revealed. 
It seems doubtful that the information will be broad- 
cast unless the trade itself makes the step necessary. 

The plan appears to be to permit the industry itself 
to make such adjustments as are necessary to protect 
public health and welfare, if the industry is inclined to 
do so, The understanding is that the principal units of 
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the industry already have taken steps to clean up 
the questionable products. As the trade knows, several 
widely known products have been called in from the 
wholesalers and retailers. There is no doubt the Food 
and Drug people now know which of the products still 
in the channels of retail trade are not consistent with 
their safety standards. 

Food and Drug apparently is not eager to do any- 
thing that will widely harm the industry and the trade 
at this time, nor with the prospect ahead of a healthily 
reviving Holiday business. The presumption is that 
Food and Drug will have the patience to wait to’ see 
if the industry will police its own shortcomings and 
straighten out its own bad products. Only if finally, it 
appears that some manufacturers are entirely and stub- 
bornly recalcitrant the Administration will proceed for- 
mally according to law. 


ALLOCATIONS AND PRIORITIES 


Caustic acid and alcohol as well as fats and oils come 
up for discussion here when the subject of controls by 
means of allocations and priorities is reported to be defi- 
nitely tighter, which means that there may be less of the 
material for the production of glass, and for soap. Any 
squeeze on glass is obviously of interest to those who 
deal in toiletries, cosmetics, and perfumes; and the 
potential tightness is also of interest to those who pro- 
duce soap. 

Alcohol is reported to be used increasingly for fuel, 
and has been shipped in considerable quantities to Eu- 
rope by the ECA. We are told there has been no per- 
ceptible embarrassment in the supply for the toiletries 
industries, but there is much speculation about the pos- 
sibilities of greater demand for the material by reason 
of the increasing tempo of military production of ma- 
terials of war. 

ECA reported by the end of September that it had 
shipped $78,000,000 worth of fats and oils to Europe 
and China. Incidentally, it had shipped over $15,000,- 
000 worth of sugar, obtaining most of the supply from 
Cuba. Austria received almost $1,000,000 worth of palm 
kernels which were purchased in Portuguese West Af- 
rica; from the U.S. the ECA sent in one shipment over 
$500,000 worth of inedible tallow to France. This sub- 
stantial buying program, plus the stockpiling by Gov- 
ernment of palm vegetable, and castor oils by the Fed- 
eral Government, is expected to prevent a price sag 
which was feared by some producers of fats and oils. If 
by any chance it becomes necessary to impose any of 
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VIALS 


The striking beauty of Opticlear Vials enhances the 


appearance of all types of “dry” products. 


with the new positive re-seal 


Here is lustrous, flawless glass in the 
desirable “ethical” shape, plus a dis- 
tinctive new translucent stopper... 
combined in an eye-catching container 
which assures flattering display and 
ready acceptance of your product. 

Here is maximum utility! The 
straight sides and wide neck simplify 
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filling. The smooth fit of the stopper 
allows removing and replacing in two 
easy movements. 

Here is the tightest seal against 
moisture penetration Kimble has ever 
developed! Even after removing and 
replacing the resilient stopper many 
times, its re-sealing ability is so nearly 


perfect that there is no trace of mois- 
ture penetration to the most absorbent 
of tablets or powders. 


You’ll want to examine and test 
Opticlear Vials with your own prod- 
ucts. We'll be glad to send you a sam- 
ple set. Please mention type of product 
and sizes of vials needed. 


SPECIFY KIMBLE FOR ASSURANCE OF CONTAINER QUALITY 


Division of Owens-Illinois Glass Company 


KIMBLE (GLASS TOLEDO 1, OHIO K 
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the “voluntary” controls, now practised by the steel in- 
dustry and those who manufacture steel, aluminum, and 
several other scarce materials, (under the guidance of 
the Office of Industrial Cooperation in the Department 
of Commerce) , it is anticipated the “voluntary” system 
will be effective until after June 30, 1949. 

It is interesting to find on the ECA procurement au- 
thorization lists approximately $1,000,000 spent upon 
“chemical specialties,” which are then defined as essen- 
tial oils, and some synthetic resins and molding powders. 
Over, $600,000 worth of “industrial chemicals” sent also 
to the Netherlands—as were the essential oils—include 
benzoic acid, caustic soda, soda ash, boric acid, and other 
chemicals sometimes required in the toiletries indus- 
tries. Both the essential oils and the chemicals were 
procured in the United States. 

It is interesting to note that late in September there 
were listed $2,000,000 worth of denatured alcohol, sent 
to Western Germany, purchased in the U.S.; and over 
$1,500,000 worth of copra, procured in the Philippines, 
and sent to France. From Madras came the word that 
the total production of lemongrass oil in that country 
for 1947-48 amounted to 400 long tons, selling at $1.05 
per pound, C, & F., New York. The Indian Government 
announced it planned to adopt a five-year plan to in- 
crease both the quality and quantity of sandalwood, 
lemongrass, cinnamon leaf, palmarosa, and eucalyptus 
oils. From Paraguay came the report that during the 
first half of 1948 the country exported to the United 
States 73,038 kilograms of petitgrain oil valued at $393,- 
062. The minimum price was $6.00 per kilogram, f.o.b. 
Buenos Aires. 


BUSINESS OF ECA 


It is noted that new ECA business is now entering the 
arteries of American trade, and that these purchases are 
expected to increase in great volume. Hitherto the 
money disbursed by ECA had mainly been payment for 
past transactions. The new business is expected to have 
an energizing effect upon the economy of the nation. 
New orders are now coming to the various producers 
of industrial goods. This stimulus is expected to be felt 
quickly, as well as in the Holiday trade. 

It is reported by the Department of Commerce In- 
telligence Division, under the direction of E. E. Schnell- 
bacher, that specialties now are in huge demand. This 
type of merchandise is expected to increase in popu- 
larity. It includes many items supplied by the toiletries 
and cosmetics trade. We are also told here that the 
effect of the buying by the National Military Establish- 
ment, which is the new giant of the Federal Govern- 
ment, including the Army, Navy, and Air Force, will 
soon be markedly felt in the retail reaches of the econ- 
omy. It will be remembered the armed services were 
given $17,000,000,000 to prepare for the nation’s de- 
fense. Most of the orders were placed during the Sum- 
mer. 

The policies which govern the stupendous business 
operation of spending $37,000,000,000 to $40,000,000,- 
000 come from the Munitions Board, which is headed by 
Thomas J. Hargrave, and consists of the Assistant Sec- 
retary of the Army, the Undersecretary of the Navy, and 
the Undersecretary of the Air Force, assisted by a .pro- 
fessional military staff of top brass. Under the guidance 
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of the Munitions Board, the actual planning, blue-print- 
ing, and detailed crystallization of the program springs 
from the National Security Resources Board, headed by 
Arthur M. Hill, with membership consisting of the 
Secretaries of State, Treasury, Defense, Interior, Agri- 
culture, Commerce, and Labor. The actual business of 
procurement is distributed among the several branches 
of the armed services, and the Bureau of Federal Supply, 
as well as the Atomic Energy Commission. Procure- 
ment for the Army—as well as sometime for several 
other services—comes under Brig.-Gen. J. K. Christmas, 
Chief, Procurement Group, Logistics Division, General 
Staff, Department of the Army, Pentagon Building, 
Washington, D.C. 

Since the practice is typical, and describes the proc- 
ess in other agencies, it will be interesting to relate 
what happens when a business man goes to Gen. Christ- 
mas. He is received with cordiality and courtesy, turned 
over to the General’s aide, Col. C. P. Hall. The Colonel 
determines the type of the business the caller may do 
with the Army, among its seven technical sections, and 
then starts him on the way to calling upon the subordi- 
nates who may have needs that the caller may supply. 

The procurement in the Air Force comes under Brig.- 
Gen. A. A. Keesler, Jr., also located in the Pentagon 
Building, across the Potomac. Most of the equipment 
for the Air Force is purchased in Dayton, Ohio. Pro- 
curement for the Navy is supervised by Rear-Admiral 
James D. Boyle (SC), U.S. Navy, Office of Naval Ma- 
teriel, Room 2008B, U.S. Navy Building, in Washing- 
ton. Capt. J. K. Giles is the Admiral’s aide, who does 
in the Navy exactly what Col. Hall does in the Army. 


TOILETRIES AND COSMETICS FOR ARMY AND NAVY 


Both Army and Navy have a large program of needs 
which involve products manufactured by the toiletries 
and cosmetic producers. Usually, Gen. Christmas and 
Admiral Boyle send those who supply these wares to 
the Quartermaster General. But the rule is not rigid. 
The Atomic Energy Commission has a very large and 
varied buying program, directed by Walter J. Williams, 
Director, Division of Production, Atomic Energy Com- 
mission, Washington, D.C. Buying is also done at the 
five regional offices located at New York; Chicago; Rich- 
land, Wash.; Los Alamos, N.M.; and Oak Ridge, Tenn.; 
the manager in each regional office has broad authority; 
he makes contracts and awards them. The ECA does no 
buying, even when the Government procures supplies, 
such as food, to send to China or Europe. The actual 
buying is done either by the Department of Agricul- 
ture, the Navy, the Army, or the Federal Supply Bu- 
reau. 

It is the effort of the ECA to help American business- 
men to get some of the business by advising them who 
will buy. J. J. Kelly, once head of the Office of Small 
Business in the Department of Commerce is the liaison 
for those who seek orders, such as might stem from the 
cosmetics and toiletries industries. Edward E. Kunze is 
Deputy Director of Procurement Operations Division, 
Economic Cooperation Administration, in Washington, 
D.C. 

George W. Perkins, former executive vice president of 
Merck & Co., has been appointed as Chief, Industry 
Branch, ECA, in Paris. 
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NEW PRODUCTS AND PROCESSES 


Adhesive for Low Temperatures 


Paisley Label Cement No. 1705 is 
a compounded synthetic rubber ce- 
ment offered for labeling where 
sub-zero temperatures may be en- 
countered. The cement is white in 
color, can be diluted with water, 
dries rapidly to a transparent, tena- 
cious, flexible, water-resistant adhe- 
sive film. 


Sales Training Films 


A series of five sound slidefilms, 
“Behind the Counter,” has been 
produced by the Jim Handy Or- 
ganization. The films present ap- 
proved ways of meeting people in 
sales situations. 

Subjects are: (1) Friendliness; 
(2) Attractiveness; (3) Helpfulness; 
(4) Sincerity; and (5) Enthusiasm. 
There is a record for each film sug- 
gesting what to say, while the cor- 
related pictures suggest what to do. 


Three New Glycols 


Carbide and Carbon Chemicals 
Corp., New York, N.Y., has an- 
nounced production of three new 
glycols: Butanedoil-1,3; 2-methyl- 
pentanedoil 2,4; and octylene gly- 
col. 

Butanediol is a mild-odored, col- 
orless liquid, miscible in all propor- 
tions with water and alcohol. It is 
less volatile and more viscous than 
ethylene glycol and propylene gly- 
col. The hygroscopicity of butane- 
diol is about 60 per cent that of 
glycerol and three times that of oc- 
tylene glycerol. 

Methypentanediol is a colorless 
liquid with mild hygroscopicity, re- 
taining a constant moisture content 
over a wide range of humidity. It is 
miscible with water, the lower al- 
cohols, ethers, ketones and esters, 
choloroform, and ethylene dichlo- 
ride. 

Octylene glycol is colorless, of low 
volatility and limited water-solubil- 
ity. It is more viscid than the lower 
diols, but less than glycerol. 


Soap Dispenser 
A single moving part in a new 


dispenser for granulated, bead or 
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New soap dispense? 


powdered soap measures uniform 
quantity, dispenses it, and returns 
to loading position as pressure on 
the operating lever is released. It 
is filled through a perforated dia- 
phragm which is said to prevent pil- 
fering even though the device has 
no lock or catches. Central Produets 
Co., distributors, state that even ex- 
cessive humidity does not cause cak- 
ing or clogging. 


Unpleasant Breath Control 


Sigma Products Corp. has placed 
Breath-O-Later, an instrument for 
the control of unpleasant breath, 
on the market. The device contains 
a wafer impregnated with ‘“Neutra- 
gen.” In operation, the cap of the 
case is removed, the mouthpiece is 
inserted in the mouth, then a deep 
inhalation is taken. The makers 
state that the vapor clings to the 
respiratory tract, neutralizing un- 
pleasant breath odor. 


New Catalogs 


A 64-page _— book, ___ entitled 
Gummed Tape User’s Handbook, 
by Mills W. Waggoner, has been 
published by Better Packages, Inc., 


as a comprehensive guide to more 
effective selection, moistening, and 
application of gummed tape and 
the care of tape machines. The 
Handbook takes up special mois- 
tening problems created by high- 
speed dispensing, heavy tapes, hard 
and cold water, and by various 
types of carton surface. A consider- 
able portion of the book is devoted 
to information on the use and care 
of the three major types of gummed 
tape sealing equipment. Paper-cov- 
ered, the book may be obtained for 
50 cents. 


“Textile Applications of the 
Glycerol Fatty Acid Esters” is the ti- 
tle of a reprint that is available 
from Glyco Products Co., Inc. A 
chart giving the chemical composi- 
tion and physical properties of these 
esters is included. 


Hercules Powder Co. has issued a 
revised booklet on Parlon. In its re- 
vised form it contains new informa- 
tion on the use of Parlon in print- 
ing inks, protective coatings and 
finishes. The booklet also contains 
information on the general proper- 
ties of Parlon. 


A new edition of Speed Packing 
Manual is now ready for distribu- 
tion to shippers, according to an an- 
nouncement by Sherman Paper 
Products Corp. 

The current edition is the sixth 
revision of the book. 199 step-by-step 
photographs and drawings are used 
to illustrate detailed instructions for 
packing a wide variety of products. 
It is claimed that the new packaging 
ideas outlined in the book can save 
shippers up to 60 per cent in pack- 
ing costs. Copies may be obtained 
without cost. 


“Compound G-4 for Household 
Disinfectants,” a four-page folder 
has been published by the Sindar 
Corp., New York, N.Y., as its Tech- 
nical Bulletin 48-5. Compound G-4 
is chemically characterized as bis 
(5-chloro-2-hydroxy-phenyl) meth- 
ane. 
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Hints On Improving Production 


Handling employees’ grievances 


business 


pea rance 


OR those called upon to adjust 

grievances and working condi- 
tions with employee groups there is 
a whole sermon in the homely ad- 
vice of the late John H. Goss of the 
Scovill Manufacturing Co. “Never 
lose your sense of humor. If you 
lack that sense, let some other ex- 
ecutive carry the ball. Never lose 
your temper. Don’t say ‘No’ until 
you have carefully discussed the 
problem in question.” 


Aim for All of Us 


Good generalship is as important 
in business as it is in the field in 
time of war. In these days of stress 
and strain too often we are prone to 
forget that the faults of manage- 
ment in the past primarily pro- 
vided the fertile ground on which 
many of the vices of organized la- 
bor grew. Those vices are likely to 
disappear and the virtues.of organ- 
ized labor continue because more 
and more the feeling that business 
has a social responsibility and that 
the human factor is of paramount 
importance in building up a 
sound, thriving enterprise is gain- 
ing ground with enlightened and 
far sighted management. 

This spirit of the future was fit- 
tingly expressed in a brief but elo- 
quent farewell to all of his co- 
workers in the big and enterprizing 
U.S. Industrial Chemicals, Inc. by 
the beloved Glenn Haskell when he 
retired recently as president of that 
great organization which he had la- 
bored so faithfully and so success- 
fully to build up. This is what he 
wrote: 

“There are a great many com- 
panies in America that are bigger 
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. Human factor in 


Selecting bottles to insure full fill ap- 


. New time and labor saving equipment 


than USI, that have more money in 
the bank and that have a larger 
payroll. I know of none, however, 
that commands a greater measure 
of esteem by the people who know 
They are ex- 


it best—its workers. 


celled in no single group in the 


things that matter most—in loyalty, 
in ability, in willingness to be of 
service, in determination to move 
ahead, in cooperative spirit and in 
devotion to the common good, they 
are tops. They represent our com- 
petitive advantage. 

“T know that USI will grow and 
that it will prosper. It is a big com- 
pany today and it will be a bigger 
company tomorrow. May it never 
grow so large that it loses the com- 
mon touch or that it ceases to think 
in terms of human relationships.” 


Fill Height of Bottles 


Since the liquid filling equip- 
ment available today, whether au- 
tomatic or semi automatic, makes it 
possible to maintain fill height of 
bottles uniformly manufacturers of 
cosmetics may well consider the fill 
height of their containers and bear 
this in mind when selecting bottles. 
Where products such as astringents 
and after shave lotions have a high 
alcohol content due to the coeffi- 
cient of expansion of the contents it 
is advisable to allow sufficient head 
room. But for other products it is 
well from a_ psychological stand- 
point to keep the fill height up to 
the base of the neck if not into the 
neck of the bottle itself. Otherwise 
the consumer gets an impression of 
a slack fill. A bottle which shows a 
full fill has a distinct, favorable 
competitive advantage over the one 


which looks like a slack fill even 
though both have exactly the same 
quantitative contents. 


Screw Capping Machine 


About 60 containers per minute 
including jars with large caps such 
as cold cream jars are handled by 
the Tite-Cap screw capping ma- 
chine according to the makers. It is 
a single head fully automatic screw 
capper and operates in a straight 
line. Plastic and metal caps of all 
shapes and sizes up to 70 mm. are 
handled. A new type of chuck is 
said to handle the plastic caps with- 
out damaging or marring them. 
Small plastic caps for sprinkler top 
bottles are also handled easily it is 
stated. Bottle holders and timers 
have recently been re-designed, it is 
added so that change-overs from 
one size or shape of container to 
another can be made with a mini- 
mum loss of time. An adjustable 


Hopper insures adequate supply of caps 
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nO) ON 
ISCO U.S.P. TALC 


HELP YOU? 


In the 
Cosmetic 
Industry 


COSMETIC POWDERS—Cosmetic manufacturers get the characteristics 
they ask for when they specify Isco Sierra Supreme U. S. P. Talc. Its 
whiteness assures uniformity of color in the most delicate face pow- 
der tints, and alleviates necessity of shade adjusting. It contains no 
grit by the “bite test.” It bulks light; is free of shiners 


BABY POWDERS—I5sco Sierra Supreme U.S. P. Talc has all the physi- 
cal characteristics necessary for the finest baby powders PLUS the 
extreme purity so essential to products of this kind. It is free from 
grit and skin-irritating particles. It is white as talc can be. 


MEDICINAL POWDERS—The absolute purity of Isco Sierra Supreme 
U. S$. P. Tale makes possible the production of foot powders, heat 
rash powders and similar anti-irritants under the U. S. P. label. It 
makes safer, smoother, less irritating products. It eliminates wear 
and tear on delicate dies used by tablet manufacturers; is safer for 
internal use. 


Youll like ISCO Sierra Supreme Talc! 


Isco Sierra Supreme U. S. P. Talc combines the finest physical characteristics 
desired by the cosmetic manufacturer along with the extreme purity demanded 


by the pharmaceutical house. It is as white as talc can be, contains no grit, is free 
- of needles and eliminates wear on delicate dies. This U. S. P. talc is one of the 
lightest bulking talcs on the market. Since it is free of “shiners,’’ it excels in 
hiding or covering power. This makes possible formulation of face powders 


US) 3113 ee 


117 LIBERTY STREET 
NEW YORK 6é, N. Y. 


with less of hiding pigments which tend to offset ‘‘slip’’—yielding products of 


exceptional smoothness at a lower cost. Isco Sierra Supreme U. S. P. Talc is 
tested and controiled to strict specifications. Write for full information about 


this SAFE U. S. P. talc, today! 
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tension device controls tightening 
of the caps. 


Siphon Gravity Type Filler 


For filling liquids, especially 
those with a tendency to foam such 
as shampoos, cleaning solutions etc., 
a siphon gravity type filler for bot- 
tles, jugs and cans is offered by the 
Scientific Filter Co. A new design 
is claimed to insure accurate filling 
to a uniform level in all types of 
containers, by means of an auto- 
matic inlet valve which may be 
regulated to control the pressure 
and hence the volume of the incom- 
ing liquid. It has three controls for 
low, medium and high pressures to 
make the machine adaptable to var- 
ious plant operating conditions. 


Truck for Cramped Quarters 


The new, compact gas powered 
fork truck just announced by the 
Tract-R-Lift Corp. was designed for 
rapid materials handling through 
narrow doors and aisles and in 
cramped quarters. The turning ra- 
dius inside is 6 in. and outside 67 
in. A single hydraulic lift and tilt 
control lever raises or lowers forks 
and tilts the load forward or back- 
ward in any combination of simul- 
taneous movements desired by the 
operator. The maximum fork 
height with the 5 ft. mast is 84 in. 
and with a 7 ft. mast, 108 in. The 
mast has a 5 deg. tilt forward and a 
10 deg. tilt backward from vertical. 
The forks have an automatic stop 
at the maximum lift height and are 
adjustable from 9 to 26 in. outside 
widths. Easy steering is claimed un- 
der all operating conditions regard- 
less of loads or speeds. Full double 
shoe hydraulic brakes lock auto- 
matically when the driver leaves 
the seat. Fuel consumption _ is 


New 2000 lb. fork truck 
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claimed to be two gallons of gaso- 
line for seven to eight hours of nor- 
mal operation. 


Label Dispenser 


For industrial use where there is 
a need for fast labeling of a quan- 
tity of items a new semi-automatic 


Contact labels must be used 


label dispenser for handling self-ad- 
hesive labels is offered by the Ar- 
cher Label Co. The labels used 
with the machine are mounted on 
a glassine roll 414 in. wide. A one 
hand motion of the operator auto- 
matically removes a full 4 in. wide 
row of contact labels from their 
backing sheet on which they are 
mounted, presenting them ready 
for instant application without be- 
ing moistened. 


New Principle Mixer 


An entirely new mixing principle 
is applied in the AMF Oakes con- 
tinuous, automatic mixer according 
to the American Machine & Found- 


Continuous, automatic mixer 


ry Co. which recently acquired 
manufacturing and leasing rights 
to it. Using the new principle the 
materials to be mixed are pumped 
into a specially designed mixing 
head where the variable speed ro- 
tor provides the correct amount of 
mixing while the desired air is in- 
corporated under pressure. Since it 
operates continuously on small 
quantities of the product with the 
ingredients entering and leaving 
the mixing head in a matter of sec- 
onds, accurate, positive, easily ac- 
cessible controls enable the opera- 
tor to change or maintain consist- 
ency quickly it is pointed out. The 
production capacity it is stated is 
6,000 Ibs. per hour depending on 
the product. 


Pump for Volatile Liquids 


A new, fast drum pump for vola- 
tile liquids that eliminates evapo- 
ration is the way the General Sci- 
entific Equipment Co. describes its 
self priming drum pump for alco- 
hols, light oils and other volatile 
liquids. According to the manufac- 
turers the No. 750 pump has no pis- 
tons, rings or leathers and no rotat- 
ing parts to stick or wear. The spe- 
cial diaphragm is a heavy cord fab- 
ric vulcanized between synthetics so 
that it will not dry out, swell up, 
rust or corrode and is said to be un- 
affected by alcohol, petroleum 
products and most other fluids. A 
handy fill spout, it is pointed out, 
makes it easy to fill measuring cans 
and containers and all waste is pre- 
vented by an automatic drain back 
which drains the hose and pump 
when the handle is lifted. A locking 
link near the middle of the handle 
may be used to prevent the use of 
the pump by unauthorized persons. 


Pump with automatic drain 
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Superb blending gives these fine perfume oils a 
subtle smoothness expressive of the velvety texture 
of creams. They are selections from the broad 
line of fragrances created for fine cosmetics 
by our perfumer-chémists. 


VAN DYK & COMPANY, Inc. 
Pioneer American Manufacturers of Perfume Aromatics 
Belleville 9, New Jersey 
1282 Sunset Boulevard, Los Angeles 12 


Underwood & Underw 


Felice 4079 
Cucumis 4012 


Creme Tone 4061 


Ora ar by Bouquet 5636 
Florale 5813 





¢ Underw 


THE ROUND TABLE — 


Ernest Durrer Voices 
Opinion on European Situation 


Ernest R. Durrer, executive vice- 
president of Givaudan-Delawanna, 
Inc., New York, N.Y., recently re- 


Ernest R. Durrer 


turned from a_ two-month visit 
abroad, having spent most of the 
Summer in France and Switzerland. 

Mr. Durrer found Swiss industry 
in high gear, but seriously con- 
cerned about the future outlook, 
dimmed by the shrinking of its vital 
export markets and by controls of 
its buyer countries. 

Paris is lively and glamorous, Mr. 
Durrer found, but under the sur- 
face France feels a deep concern 
over internal political and economic 
difficulties. Mr. Durrer said, “The 
Europeans are aware of the serious- 
ness of Russian aims, but feel that 
the Soviet Union will not risk war.” 

Mr. Durrer returned impressed 
with the new ideas and products 
which the Givaudan laboratories in 
Paris and Geneva are readying fo1 
the American perfume industry. 


Special Air Rates 


on Essential Oils 
. 


Special commodity rates for air 


freight shipment of essential oils, 
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perfumes and cosmetic prepara- 
tions has been announced by Sea- 
board & Western Airlines, New 
York, N.Y. According to the com- 
pany, the scales represents a rate re- 
duction of from 23.5 to 26.6 per 
cent. 


Campaign Against 
Excise Tax 


The October issues of the Ideal 
Women’s Group carried an edito- 
rial by William M. Cotton, pub- 
lisher, protesting against the 20 per 
cent tax on toiletries. It appeared 
also in the New York Herald-Trib- 
une, Chicago Tribune, Los Angeles 
Times, Cincinnati Enquirer and 
the Washington Post. In addition 
to the direct advertising, the matter 
is being forcefully brought before 
women’s clubs across the country. 


Redbook Analyses 
Market 


Redbook has just completed a 
new research study of the toilet 
goods market under the name “Cos- 
metic and Toiletries Buying Habits 
of 1035 Redbook Families.” Shifts 
in Brand Preferences is particularly 
interesting. 


British Perfumery 
Delegation to France 


An interesting and instructive 
tour of the Cote D’Azur and Alpes 
Maritimes districts of France was 
arranged in September by H. B. 
Squires of The Perfumery and Es- 
sential Oil Record. During their 
stay, they visited Grasse and met 
with representatives of the Syndicat 
des Parfumeurs. The delegation 
showed particular interest in the 
flower growing plantations and in 
the essential oil instillations. The 
activities were climaxed by a final 
reception. 


N. C. Lanitis Discusses World 
Order at The Hague, Holland 


Nicholas C. Lanitis, managing 
director of Lanitis Bros. Co. Ltd., 
Limassol, Cyprus has returned from 


Dr. N. C. Lanitis 


Ihe Hague, Holland where he de- 
livered a speech “No Real World 
Order Unless Based on Justice” at 
the second International Confer- 
ence of the International Bar Asso- 
ciation at the Palace of Peace. The 
conference was attended by repre- 
sentatives from 52 countries. Con- 
crete work was done in developing 
and codifying international law. 


Cosmetic Excise Taxes for 
August Much Above 1947 


Retailers’ excise tax collections 
for toilet preparations for the 
month of August were $7,506,518.- 
19. This was an increase of $1,113.- 
840.10 over August 1947. 


Haire Buys Into 
Toilet Goods Field 


Cosmetics, Dallas, Texas, and 
Toiletries Trends, Hollywood: 
Calif., have been purchased by 
Haire Publications, New York, 
N.Y. The two have been combined. 
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THANKS TO WHITTAKER 


Colors for cosmetics, created by Thomasset— 
distributed solely by Whittaker—are helping to 
produce more appealing, faster selling items 
for the cosmetic industry. For Thomasset, dis- 
tinguished researchers in organic lake colors 
for many years, focus attention exclusively on 
clear, clean colors for cosmetics alone—colors 
that remain true batch after batch. 

Call in an experienced Whittaker service 
engineer for a discussion of your color prob- 
lems. He’ll be glad to show you how you can 
blend color uniformity with clarity and purity 
consistently into your products. Chances are 
you'll profit from his visit...and of course 
there’s no obligation. 

Write for technical data and laboratory sam- 
ples to Whittaker, Clark and Daniels, Inc., 


“e- 260 W. Broadway, New York 13, N. Y. 


= "" ALUMINUM SILICATE * BARIUM SULFATE + BENTONITE * CALCIUM CAR- 
BONATE + CALCIUM HYDROXIDE + CALCIUM OXIDE * CHALK (PRECIPITATED) * CERTIFIED 
COLORS (D & C) * COSMETIC ZINC STEARATE * DIATOMACEOUS EARTH + FULLER'S EARTH 
GYPSUM * HYDRO-MAGMA PASTE * KAOLIN (COLLOIDAL) * KIESELGUHR * MAGNESIA 
MAGNESIUM CARBONATE + MAGNESIUM HYDROXIDE + LO-MICRON MAGNESIUM SILICATE 
LO-MICRON OXIDE COLORS * POWDER BASE + PYROPHYLLITE + STEARATES + TALC — 
IMPORTED AND DOMESTIC «+ TITANIUM DIOXIDE — PURIFIED + USP TALC * WHITING 
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oERFUMER Ss 


BASIC MATERIALS 


the fragrance 


that makes 


the perfume 


that sells 


the women 


from the laboratories of Bush 

Aromatics where raw aromatic 
materials are combined to 
make your fragrance to fit 


your individual needs. 


Bush . Aromaties, Ine. 


136 Liberty Street 
New York 6, N.Y. 
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American Society of Perfumers 
Enjoys Lecture by Dr. Guenther 


Essential oil production in Africa 
formed the basis of an exceedingly 
interesting lecture by Dr. Ernest 


President William Dunney 


Guenther at the first’ regular 
monthly dinner meeting for the 
1948-1949 season of the American 
Society of Perfumers at the Adver- 
tising Club, New York, N.Y. on the 
evening of September 15. The lec- 
ture was well attended by members 
and guests. In fact Dr. A. F. Ha- 
agen-Smit of the California Insti- 
tute of Technology, Pasadena, Cal., 
made the trip across the country es- 
pecially to attend the lecture. An- 
other distinguished guest was Prof. 
F. A. Schwiete of the University of 
Berlin. 

Colored motion pictures taken by 
Dr. Guenther, vice president and 
technical director of Fritzsche 
Brothers Inc. during eight months 
he devoted to gathering scientific 
data on the cultivation of plants 
and the production of essential oils 
from them added much to the in- 
terest of the lecture. 

In Morocco the migrating tribes 
of Berbers have successfully under- 
taken the distillation of oils of rose- 
mary, thyme, origanum, fennel and 
pennyroyal. The distillation of 
mahwa, a hybrid of geranium in 
Kenya Colony, and the distillation 
of Cypress lusitanica, cedarwood 
and lavender were described and 
the production in Zanzibar and 
Madagascar of clove was presented 
in detail. The entire world produc- 
tion of this spice is centered in the 
two islands, Zanzibar producing 
two-thirds. In the latter place there 
is close government supervision of 
the industry while in Madagascar 
grading of cloves for export is not 
done. The production of lemon- 
grass, palmarosa and vanilla beans 
was also described. The lecture con- 
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cluded with the portrayal of ylang 
ylang production in Nossi-Be where 
it is a year round job and of the oils 
vertivert and geranium on the is- 
land of Reunion where 100 tons of 
geranium oil are produced annu- 
ally. 

President William Dunney an- 
nounced that the October meeting 
would be restricted to members. At 
the meeting several manufacturers 
will exhibit a few of their aromatic 
chemicals. : 


British Industries 
Fair 


It has been announced that the 
British Industries Fair for 1949 will 
be held in London and Birming- 
ham from May 2-13. 

Information may be obtained by 
writing Export Promotion Depart- 
ment, 27, Old Queen St., London, 
S.W.1, or to the Birmingham 
Chamber of Commerce, 95, New 
St., Birmingham. 


Quelques Fleurs 
Inspires New Ballet 


Houbigant’s Quelques_ Fleurs, 
which made its re-appearance on 
September 20, was the source of in- 
spiration of a new ballet, produced 
by the Ballet Russe de Monte 
Carlo. The ballet had its premiere 
at the Metropolitan Opera House 
September 30. 


“Looking Ahead” Conference 
Held by FWDA 


The 33rd Annual Meeting of the 
Federal Wholesale Druggists’ Asso- 
ciation, held October 6 to 8, inclu- 
sive, at Haddon Hall, Atlantic City, 
had as its theme “The Looking 
Ahead Conference.” Most of the 
talks presented were pointed in 
that direction, and proved to be 
most informative to those attend- 
ing. 


Glycerine 
Centennial 


THE AMERICAN PERFUMER has 
been advised by the Glycerine Pro- 
ducers’ Association that glycerine 
was first used commercially in the 
United States one hundred years 
ago. This fluid first appeared in re- 
tail drugstores in Philadelphia in 
1848. The first commercial manu- 
facturer was Robert Shoemaker of 
that city, who produced glycerine 
by evaporating water used in cool- 
ing lead plaster. 


Materials Handling 
Exposition in Philadelphia 


The third national materials 
handling show will be held at Con- 
vention Hall, Philadelphia, Pa., 
January 10-14 inclusive. A five-day 
conference on materials handling 
will be held at the same time as the 
exposition. 


Owens-Illinois 
Shifts Personnel 


Smith Rairdon, vice-president 
and general sales manager of 
Owens-Illinois Glass Co., Toledo, 
Ohio, has announced the appoint- 
ment of Newell Pontet as district 
sales manager of the Market Devel- 
opment Department, with head- 
quarters in Chicago. He succeeds 
R. R. Fowler, who has left the com- 
pany. 

C. A. Parks, field representative, 
has been promoted to assistant dis- 
trict manager, centering his activi- 
ties in the Southwestern region. 
James Maher, newcomer to the 
company, has been named field 
merchandising representative with 
headquarters in Chicago. 


William Phillips 
Retires 


William Phillips, director of per- 
fume research for Lever Brothers 
Co., Cambridge, Mass., has retired. 
He will enter private practice as a 
consultant on cosmetics and _per- 
fumes 


Klein Repeats 
Course on Aromatics 

New York University is again of- 
fering a course on Aromatics, 
Evaluation and Olfactory Testing 


Samuel Klein 


of Perfumes. The instructor of the 
course is Samuel Klein. The class, 
which is limited to 25 students, be- 
gan October 4. 
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_Selected Book List 


CONDENSED CHEMICAL DICTIONARY. Compiled and edited by the 
Editorial Staff of the Chemical Engineering Catalog, under the 
editorial direction of Francis M. Turner. Lists 18,000 chemicals 
and their synonyms, formulas, colors, properties, constants, spe- 
cific gravities, melting and boiling points, solubility in water, 
ether and other solvents, preparation and ingredients, with proc- 
ess—indispensable for all who have occasion to work with chemi- 
cal products or raw materials. 756 pp. $12.00 postpaid. 


EMULSION TECHNOLOGY, THEORETICAL AND APPLIED. A symposium 
on the theory of emulsion, explaining viscosity, surface film, sur- 
face tension, solid particles, adsorption, hydration, oriented ad- 
sorption, oriented wedge and electro-kinetic theories and their 
contribution to various phenomena of emulsification. Special 
features: Anion Active Agents, Cation Active Agents, Non-Ionic 
Agents, and Miscellaneous Emulsifiers. List includes trade 
names, chemical composition, emulsion type, references, manu- 
facturer, and recommended uses. Much data on methods of for- 
mation of practical emulsions. 360 pp. $6.50 postpaid. 


THE ESSENTIAL OILS. VOL. |. By Ernest Guenther. Covers (1) The 
Origin and Development of the Essential Oil Industry; (2) The 
Chemistry and Function of Essential Oils in Plant Life; (3) The 
Products of Essential Oils: Methods of Distillation, Enfleurage, 
Maceration and Extraction with Volatile Solvents: (a) Distilla- 
tion of Essential Oils, (b) Natural Flower Oils, (c) Concen- 
trated, Terpenless and Sesquiterpenless Oils; (4) The Examina- 
tion and Analysis of Essential Oils, Synthetics and Isolates. In- 
dispensable for up-to-date information on the chemistry, produc- 
tion, and analysis of essential oils. 448 pp. $6.00 postpaid. 


THE LAW OF FOODS, DRUGS & COSMETICS. By Harry A. Toulmin, 
Jr. Working manual of Official Government Regulations, FDA 
Trade Correspondence Rulings, Official Forms and Charts. 
Thorough analysis of the decisions relating to: False and Mis- 
leading Advertising, Unfair Competition and Misbranding, In- 
formative Labeling. One large volume, 1460 pp. (Will be kept 
up-to-date with pocket supplements for modest additional 
charge ). $17.50 postpaid. 


INTRODUCTION TO EMULSIONS. By George M. Sutheim. Timely 
discussion of the principles, properties, methods of preparation 
and practical application of emulsions. Contains an extensive 
bibliography, and comprehensive list of emulsifying agents, the 
latter in table form, giving the trade names of emulsifying 
agents in current use, their chemical composition, the group to 
which they belong, the type of emulsion they help to produce, 
the pertinent bibliography and the manufacturer. 265 pp. $4.75 
postpaid. 


PERFUMES, COSMETICS and SOAPS. By William A. Poucher. 

VOL. I—DICTIONARY. Every substance used in the manufac- 
ture of perfumes and cosmetics fully described. Vol. I puts at 
your command wide new resources for developing new products, 
and for effecting economies and improvements by choosing 
the best of all available materials. 440 pp. $8.00 postpaid. 

VOL. II—PRODUCTION, MANUFACTURE AND APPLICA- 
TION OF PERFUMES OF ALL TYPES. New edition covers 
in full the methods of production of perfumes, their chemistry, 
odor analysis, selection for various purposes, and compounding 
from various materials. Complete monographs explain all the 
floral perfumes, giving the botanical varieties, the odor classifica- 
tion, the chemical composition, practical suggestions for com- 


pounding, and the best ingredients. Additional chapters give 
many new formulas for fancy perfumes and toilet waters. 426 
pp. $8.00 postpaid. 

VOL. III—TREATISE ON COSMETICS. The best of present- 
day cosmetics explaining in detail how to prepare them from 
commonly available materials by easily applied methods. Shows 
how to vary perfumes and colors to obtain any desired result; 
warns against specific causes of defective products. Each chapter 
covers the many varieties of a type of cosmetics, and is loaded 
with representative formulae. The most comprehensive book 
now available on cosmetics—indispensable to everyone in the 
field. 228 pp. $7.00 postpaid. 


MARKETING DRUGS & COSMETICS. By Louis Bader. How to best 
introduce new products, how to get the most from advertising, 
how to arrange displays that sell by themselves, and a hundred 
other means to profitable merchandising. Directions for packag- 
ing, explaining the importance of size, shape, style, color, design 
and materials. Information on government regulations, price leg- 
islation, use of research sources and methods of finance. Details 
of trade practices, merchandising policies, discounts, sales plans, 
securing dealer cooperation, and ways to increase turnover and 
profits in the retail store. $5.00 postpaid: 


MODERN COSMETICOLOGY. By Ralph G. Harry. Partial contents: 
Emulsions, Cleaning Creams, Milks and Lotions. Acid Creams, 
Face Packs and Masks, Mud Creams, Vanishing Creams, Powder 
Creams. Lubricating Creams. Astringents and Skin Tonics. Lip- 
stick. Make-up. Face Powders. Sunburn and Suntan Prepara- 
tions. Deodorants. Depilatories. Antitoxidants. Bath Preparations. 
Bath Oils and Emulsions. Foam Baths. Hand Creams and Lo- 
tions. Dental Preparations. Mouthwashes. Shaving Preparations. 
Hair Tonics and Lotions. Hair Creams and Fixatives. Permanent 
Waving Solutions. Hair Setting Lotions and Hair Lacquers. Hair 
Shampoos and Soapless Detergents. Manicure Preparations. Eye 
Lotions. Baby Preparations. Foot Preparations. Insect-Bite 
Preparations. Humectants. Acne Preparations. Coloring of Cos- 
metic and Toilet Preparations. 514 pp., illustrated. $12.00 post- 
paid. 


MODERN COSMETICS. By E. G. Thomssen. Contents: Cosmetic 
Classification, Face Powder, Creams, Lotions, Deodorants, Bath 
Preparations, Make-up Preparations, Rouges, Eye Preparations, 
Lipsticks, Suntan Preparations, Hair Preparations, Hair Waving 
Preparations, Shaving Media, Dentifrices, Miscellaneous Cos- 
metics, Perfumes, Machinery and Equipment for Cosmetics, 
Packaging Equipment Layout, Layout of Cosmetic Factory. 644 
pp. $8.00 postpaid. 


NATURAL PERFUME MATERIALS. By Y. R. Naves and G. Mazuyer. 
Describes the raw materials used in the extraction, choice, puri- 
fication and recovery of volatile solvents; the preparation of 
tinctures and infusions; the treatment of concretes; resins and 
balsams; the extraction of the aromas of fruits and distilled 
flower waters; the manufacture of pomade and perfumed oils by 
the use of vegetable and animal fats and mineral oils, properly 
chosen and prepared; the processes of digestion and enfleurage 
on solid and liquid absorbents; and the extraction of decolorized 
absolutes and pomades from the diffused products. Contains 
much information on the chemical composition and analytical 
examination of extraction products; and descriptions of plant and 
raw materials that are subjected to extraction. 355 pp., illus- 
trated. $6.75 postpaid. 


When ordering send check or money order to 


MOORE-ROBBINS PUBLISHING CO., Book Dept. 


9 EAST 38th ST., 
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J. S. Turner White Metal Co. 


Celebrating Half Century of Service 


A half century of service in the 
manufacture of collapsible tubes is 
being celebrated this year by the 
J. S. Turner White Me tal Co., New 
Brunswick, N. J. Back in 1898 
while the Spanish-American war 
was still on the late John S. Turner 
founded the company to supply col- 
lapsible tubes to Johnson & John- 
son of New Brunswick with whom 
the company has done business con- 
tinuously since then, as well as to 
other concerns which were just be- 
ginning to appreciate the advan- 
tages of the collapsible tube as a 
container. It was the third collaps- 
ible tube company to be estab- 
lished in the United States and the 
industry is indebted to his pioneer 
development work. 

Mr. Turner was the first to ex- 
periment with cellulose as a prac- 
tical material for tubes and was also 
among the first to investigate the 
possibilities of aluminum. To do 
this he went to Switzerland in 1920 
with a view to buying a plant to 
bring to the United States for the 
manufacture of aluminum tubes ex 
clusively. After careful conden 
tion the idea was abandoned as not 
feasible at that time. The same year 
he invented and patented a_ so- 
called “break-off’ tube. “ During 
World War II the company manu- 
factured almost exclusively tubes 
for chemical warfare designated as 
the M5 package. 

When Mr. Turner died in 
the business was passed on to his 
four children. At that time J. Ever- 
ton Turner was elected president, 

position he has held ever since. 
For some years thereafter Harry ]. 
Turner acted as vice president and 
the late George S. ‘Turner as secre- 
tary-treasurer, At the present time 
the only one of the four children 
who still has an active interest in 
the business is J. Everton Turner. 
Under his capable management the 
company has grown and _ thrived 
surviving two world wars and the 
greatest depression in the history of 
the United States. Associated with 
him in the management of the com- 
pany are John E. Turner Jr., vice 
president, Henry L. Van Mater, 
secretary and treasurer and George 
FE. Turner production manager. 
John E. Turner Jr. was graduated 
from Lehigh University in 1946 
and entered the business shortly 
afterward in an executive capacity. 

Enlightened management is re- 
sponsible for the cordial relations 


1922 
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that have always existed between 
the management and the employes. 
[t is significant that many person- 
nel in key positions have been with 
the company from 20 to 30 years. 
This may be attributed primarily 
to the family-like relationship the 
company has strived to maintain 
throughout its organization. 

[t is a tribute to the J. S. Turner 
White Metal Co. that concerns 
with whom it did business when it 
first opened its doors are still its 
customers. To mention a few ol 
those with whom the company has 
long and ple asant business relations 
are Johnson & Johnson, Zonite 
(Forhan), CSoniibeanh Manufac- 





Founder John §. Turner 





Group of active Turner executives: George E. Turner, George J. Barberich, Jr., John N. 
Burt and seated John E. Turner, Jr. 


















































Left to right: George E. Turner 
Turner and J. E. 


r, J. Everton 
Turner, Jr. 

















turing Co. and Parke, 
Davis & Co. 

Congratulations on the successful 
completion of half a century of serv- 
ice have come to the company from 
a host of friends throughout the 
toilet preparations and allied trades 
which it has served so well. 


(Vaseline) 







































































































































































































































October, 1948 349 


Summit 

reached the top 

in the manufacture of 
Ammonium Thioglycollate 
the hard way: by letting 
the Quality of its product, 
not Competition, 

set the Price. 


The quality of Ammonium Thioglycollate by Summit 
finds its expression in the purity of the product. This 
means: 


complete freedom from thio diglycollic acid (thio 
ether) and iron... 

an exceptionally low content of buffering material, 
such as dithioglycollic acid, glycollic acid, and 
salts... 

the practical absence of heavy metals. 


All this adds up to cold wave solutions that are: 


uniformly stable .. . 
that have no objectionable odor... 
and that do not discolor. 


The end result is: 


a tighter curl... 
and a more lasting one. 


The purity of Ammonium Thioglycollate by Summit is a 
dependably unchanging factor. Unremitting and rigid sci- 
entific control of every batch of product keeps it so. “As it 
was yesterday and is today, so will it be tomorrow.” 


The slightly higher price paid by the many satisfied users 
of Ammonium Thioglycollate by Summit is regarded as a 
very modest premium for assuring the quality of their cold 
wave solutions. 


Ammonium Thioglycollate by Summit is supplied exclu- 
sively in concentrated form. Summit does not supply ready- 
to-use solutions, either in bulk or otherwise. 


Effective clouding and perfuming material for cold wave 


solutions has been developed by Summit. Samples of this 
material will be gladly submitted upon request. 


Summit Chemical Products Corp. 
Manufacturing Chemists 


Belleville 9, New Jersey 





Viti 





Thioglycollat 
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History of Scovill Mfg. Co. 
Told in Popular Novel 


How the giant Scovill Mfg. Co. 
of Waterbury, Conn. came into ex- 
istence almost a century and a half 
ago and the early development of 
the brass industry in America is 
told in a delightfully entertaining 
way in “The Mill on Mad River” a 
novel by Howard Clark first pub- 
lished in May of this year. The 
book which is now among the ten 
best sellers deals with the early set- 
tlement of Waterbury, Connecticut 
and particularly the beginning of 
the Scovill Mfg. Co. While the in- 
formation is authentic it has been 
woven into a love story in such a 
way as to make it most interesting. 

Through the lively experiences 

Anson Holt, the hero, an inter- 
esting and accurate account of the 
early struggles of the brass industry 
now centered in Waterbury, is 
given. The early depe ndence on 
England for brass goods and the 
crafts by which to make them is 
shown. How, through persistence 
and ingenuity, the early pioneers 
struggled to establish manufactur- 
ing facilities to free them from the 
old world is also related in a 


graphic way. 
The Scoville Mfg. Co. dates from 
1802 when Abel Porter & Co. estab- 


lished a button shop on the Mad 
River. That business was sold in 
1811 to Leavenworth, Hayden & 
Scovill from which the present 
company evolved. The original bill 
of sale is still in the possession of 
the company. A medallion showing 
the button plant constructed by 
Leavenworth, Hayden & Scovill 
about 1830 after a fire which de- 
stroyed the earlier buildings and a 
reprint of the original bill of sale 
are illustrated in a leaflet which the 
Scovill Mfg. Co. sent with an auto- 
graphed copy of the book to some 
of the leaders in the many indus- 
tries it serves. 


Dr. Michel Demont Returns from 
Extensive European Trip 


Dr. Michel Demont, technical di- 
rector in charge of research and 
production and treasurer of Lyon 
Aromatics Inc. has returned from 
an extensive trip to Europe to get 
acquainted with progress made in 
perfume chemistry. During his stay 
in France he visited Laboratoires 
Louis Bornand at Neuillu sur Seine 
where a joint program of research 
work was laid out for the two con- 
cerns. Ph. Chaleyer, Inc., New 
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Henri Robert, president of Henri Robert, Inc. has just returned to this country after 
an extended business trip to France. Mr. Robert divided his time between Paris and 
Grasse, his native city and he had the opportunity of meeting many prominent persons 
connected with the perfume industry. One of his observations is that, although the 
French perfume business is now going through the same stages as its American counter- 
part is experiencing, the French perfumers are not only hoping for an improvement in 
the present situation, but—like their American colleagues—they are working very coura- 
geously and diligently toward that end. Back at work in his New York Laboratory, Mr. 
Robert is now transposing into practical applications for the American market the im- 
pressions and new ideas he gathered during his stay in the inspiring atmosphere of Paris 


and Grasse. Mr. Robert is pictured above left, with his nephew Guy Robert. 


Guy Robert, of Henri Robert, Inc. sailed for France in Mid-September, ending a two- 
year stay in New York where he studied the art of perfumery, under the expert teaching 
of his uncle, Henri Robert, president of the company. 

Guy Robert decided, after 


the Second World War, to become a perfumer. After studying in Grasse the various 


Following the example of his grandfather, father and uncle, 


phases of raw material manufacturing, he came to New York where his uncle took him 
under his guidance, checking up on what he already knew and giving him an intensive 
course of study. 

He is now back in France where he will have charge of the F. J. R. (Les Fils de J. 
Robert) laboratories manufacturing the Henri Robert specialties in France and creating 
French type perfumes. 

He sincerely regrets parting from his numerous friends in the United States but, Les 
Fils de J. Robert, France, being part of the Henri Robert, Inc., New York organization, 
his duties will bring him to New York frequently in order to maintain necessary contacts 


with American customers. 


States. The business of the com- 
sxroducts manufactured by both. pany in this country is handled by 
Pierre Chaleyer has joined the the Tombarel Products Corp.., New 
sales staff of Ph. Chaleyer, Inc. after York, N. Y. of which the late Louis 
completing a training period of two ]. Zollinger was president. 
years with the company. He is a na- 
tive of Melbourne, Australia and is 
a nephew of Philip Chaleyer. He 
will cover New England chiefly but 
will also handle some New York Ann 
and New Jersey accounts. 


York, N.Y. is distributor for the 


Fashion Group to 
View the Cosmetic Market 


Delafield spoke on new 
thinking, Mary Bailey on new mar- 
kets, and Irving Brooks Harris on 
Jean Goby of Tombarel Freres new merchandising, at the Fall 
luncheon meeting of the Cosmetic 
Division of The Fashion Group. 

Jean Goby of Tombarel Freres, Inc., held October 7, Hotel Bilt- 
Grasse, France arrived on_ the more, New York, N.Y. The overall 
Queen Elizabeth early in October subject of the discussions was “Mak- 
to the United ing Dollars and Making Sense.” 


Visiting in the United States 


for a business visit 
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IMPORTANT NEWS—Announcing publication of Volume I of THE ESSENTIAL 
OILS—first in a series of volumes that at last brings the entire subject of essential 
oils, synthetics and isolates up to date. 


THE ESSENTIAL OJILS 


BY ERNEST GUENTHER, Ph.D. 


Vice President and Technical Director of Fritzsche Brothers, Inc., New York, N. Y. 
WITH THE COLLABORATION OF LEADING EXPERTS. Volume I Now Ready! 


By integrating the results of field 
work, factory, laboratory and litera- 
ture Dr. Guenther and his colleagues 
have been able to give you this up-to- 
date, all-inclusive work. 


CHAPTER I—THE ORIGIN & DEVELOPMENT OF THE 
ESSENTIAL OIL INDUSTRY. By George Urdang. The Be- 
ginning; From the 16th to the 18th Century; Modern De- 
velopment; Production of Essential Oils in the United 
States of America; General Principles of Present Day Essen- 
tial Oil Production. 


CHAPTER II—THE CHEMISTRY & FUNCTION OF ES- 

SENTIAL OILS IN PLANT LIFE. By A. J. Haagen-Smit. 
” The Chemistry of Essential Oils; The Origin of Essential 
Oils; The Function of Essential Oils in Plants. 


CHAPTER III—THE PRODUCTION OF ESSENTIAL 
OILS: -METHODS OF DISTILLATION, ENFLEURAGE, 
MACERATION, AND EXTRACTION WITH VOLATILE 
SOLVENTS. By Ernest Guenther. 

A. DISTILLATION OF ESSENTIAL OILS. Treatment 
of the Plant Material; General Methods of Distilla- 
tion; Equipment for Distillation of Aromatic Plants; 
Practical Problems Connected with Essential Oil Dis- 
tillation; Hydrodistillation of Plant Material at High 
and at Reduced Pressure, and with Superheated Steam, 
Field Distillation of Plant Material; Rectification and 
Fractionation of Essential Oils, Hydrodistillation of 


For Quick Delivery of This Valuable Book 


MOORE-ROBBINS PUBLISHING CO., Book Dept., 9 East 38th St. 
New York 16, N.Y. 


Please send me 
Check (or money order) for $6.00 per copy enclosed. 
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SOOCUROCERRUCOROREERTOOESSORCOERSERSCORSORERODOCOREORRSRRGRRDGCESERECOREGEOEOOROEOSSCRETEROUOCROCOOOROSSODREGESOCDRORSSRORECESORGCRREOGRRREGEREORREROOREeEROGRSREORS 


copies of Ernest Guenther’s THE ESSENTIAL OILS, Vol. I. 


ERCUREROEOUEOERERTODRGSEREEDOOEESEGEOREREEEORDOREOEDOEREROROUSERDODCRERORECEORRECEOGOEREEOCCRSCREECOORESESSCCREEOSECCEEEUGECCESROORORSERORSRERCEREOEEEOOSEpeEROEEERE: 


$6.00 POSTPAID 


Essential Oils at High and Reduced Pressure, and with 
Superheated Steam. 

. NATURAL FLOWER OILS. Extraction with Cold Fat 
(Enfleurage)—Preparation of the Fat CORPS, En- 
fleurage and Defleurage, Alcoholic Extracts, Abso- 
lutes of Enfleurage, Absolutes of Chassis; Extraction 
with Hot Fat (Maceration) and Extraction with Vola- 
tile Solvents—Selection of the Solvents; Apparatus of 
Extraction; The Evaluation of Natural Flower Oils 
and Resinoids. 

C. CONCENTRATED, TERPENELESS AND SESQUI- 
TERPENELESS ESSENTIAL OILS. 


CHAPTER IV—THE EXAMINATION & ANALYSIS OF 
ESSENTIAL OILS; SYNTHETICS, AND ISOLATES. By 
Edward E. Langenau. Introduction; Sampling and Storage; 
Determination of Physical Properties; Special Tests and 
Procedures; Detection of Adulterants; A Procedure for the 
Investigation of the Chemical Constituents of an Essential 
Oil. 

APPENDIX—Use of Essential Oils; Storage of Essential 
Oils; Tables of Boiling Points of Isolates and Synthetics of 
Reduced Pressure; Conversion Tables. 

You will find Volume I indispensable for 
complete, up-to-date information on the 
Chemistry, Production and Analysis of 
Essential Oils. Well-indexed for conven- 
ient reference. 448 pages, illustrated. 
Priced at $6.00 postpaid. 


USE 
THIS 
COUPON 
TODAY 


These experts collaborated with Dr. 
Guenther in preparation of Volume 
I. 


A. J. HAAGEN-SMIT, Ph.D., pro- 
fessor, Bioporganic Chemistry, Cali- 
fornia Institute of Technology, Pasa- 
dena, Calif. 


EDWARD E. LANGENAU, B.S., Di- 
rector of Analytical Laboratories, 
Fritzsche Brothers, Inc., New York, 
N.Y. 


GEORGE URDANG, Ph.G., D.Sc. 
Nat., Se.D., Director, American In- 
stitute of the History of Pharmacy, 
Madison, Wisc. 


Succeeding volumes will be devoted 
to the individual oils, their chemical 
constituents, botanical and geo- 
graphical origin, specific methods of 
production, physiochemical proper- 
ties, assay and use. 
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Boston BIMS Close Season 
with Record Golf Meeting 


Che Boston Bims held a golf out- 
ing and dinner at the Woodland 
Country Club, Newton, Mass. Sep- 
tember 22. 

As usual, there was a large at- 
tendance among which were some 
very good golfers. Some of the boys 
that really worked at making their 
18 holes earned their just reward by 
receiving very nice prizes. They 
were Ernie Ingham, Ben Sands, 
Bob Seth and Paul Mulvanity. 
There were also some very nice 
gifts passed out among the non- 
playi ing members and guests as door 
prizes. A good time was had by all. 


Magnus Chairman of 
DCAT Committee 


A new Executive Committee, 
headed by Robert B. Magnus, was 
elected at the 58th annual meeting 
of the Drug, Chemical and Allied 
Trades Section of the New York 
Board of Trade, held September 23- 
25 at Shawnee-on-Delaware, Pa. 

Other members of the new com- 
mittee are: Vice-chairman, Lloyd 
treasurer, Hugh S. 


I. Volckening, 





1 Backed by the longest commercial Stearate 
manufacturing experience in America . . 
M. W Parsons offer you this new product as 
the finest Zinc Stearate that can be made. 


3. Special production methods 
over more than a quarter of a century 
have made it ODORLESS 


4 It will not develop offensive odors even it 
kept for a long period 





Crosson, secretary, Helen L. Booth 
and counsel, Carl M. Anderson. The 
retiring chairman, Fred J. Stock, 
was elected Section Representative. 

Other than officers, the personnel 
of the new committee consists of: 
Stanley I. Clark, Paul H. Douglas, 





Robert B. Magnus 


James G. Flanagan, Dr. Russel J. 
Fosbinder, Harold C. Green, Robert 
L. Hutchins, Claude A. Hanford, 
Robert A. Hardt, Charles M. Ma- 
cauley, John P. Remensnyder, Clark 
L. Rodgers, E. L. Shattuck, Fred J. 
Singer, Gerald L. Smith, William 
H. Sheffield, Jr., and Charles P. 
Walker. 


Clayton Beamer Directs 
Service for Enjay 


Clayton M. Beamer has been ap- 
pointed to direct technical service 
on oxygenated solvent, hydroca- 
bons and aromatic chemicals for 
Enjay Co., Inc., New York, N.Y. 

Prior to his present appointment, 
Mr. Beamer was head of the Tech- 
nical Service Division of the Chemi- 
cal Products Department of Esso 
Standard Oil Co., Baton Rouge, La. 
He is a member of the American 
Institute of Chemical Engineering 
and Louisiana Chemical Society. 


Laboratoire Noel of Grasse 
Host to U. S. S. Marquette 


Officers and crew of the U.S.S. 
Marquette visited in small groups 
Laboratoire Noel in Grasse France 
last month. Commander C. W. 
Petrie executive officer of the U.S.S. 
Marquette expressed gratitude for 
the cordial reception accorded the 
men by Director A. Rojdestwensky 
and Madame Rojdestwensky and re- 
ported that some of the ship’s offi- 
cers are planning to write an article 
in one of the widely circulated gen- 
eral magazines on the trip and the 
notable personages they met. 


J). ae PLYMOUTH 


ZINC STEARATE U. S. P. 
IS BEST FOR DRUGS AND COSMETICS 


5. It enables your face powder to retain the 
same odor that you give it. 


6. A smooth, light, fluffy texture has been 


finally and definitely achieved. 


2 Years of research have made possible a 
particularly white product 


. developed 


7 Tested independently it shows the follow- 
ing results: ARSENIC (Gutzeit and Spectro- 
graphic Test) . . 
graphic Determination) ... 


Not Found. LEAD (Spectro- 
1.7 parts per million. 


8. The reputation and record of M. W. Parsons 
assure you of Uniformity in all shipments. 


We also manufacture a superlative grade of PLYMOUTH MAGNESIUM STEARATE 


99 BEEKMAN STREET 


Telephone BEEKMAN 3-3162—3163—3164 


aA YORK, N. Y. US. A and PLYMOUTH Sach LABORATORIES ct Address. PARSONOILS, NEW YORK 


ne 


RS complete 
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DISTINCTIVE FLORALS OF PROVEN MERIT 


(Modern Economical True Reproductions ) 


ROSE ROUGE + A-98 
(Rich—Rose Blend) 


JASMIN — SUPREME + D-105 


(True Jasmin Character) 


MUGUET FLEURS + D-103 
(“Dew-Fresh” Floral) 


GARDENIA — EXTRA # D-104 
(Sweet Captivating Reproduction) 
(Juotations, Samples, and Catalogs on request. 


Distinctive Perfume Bouquets created to 
your order, in all Price Ranges. 


PERFUMERS RAW MATERIALS 
ESSENTIAL OILS AROMATIC CHEMICALS 
FLAVORS 


peroscent Tue. 


(Manufacturing Chemists) 


Subsidiary of the DAVIS & LAWRENCE CO. 


(Manufacturing Pharmacists Since 1839) 
Office & Laboratories: —58 Underhill Ave., Brooklyn 17, N.Y. 


Plants :— 
Dobbs Ferry, N.Y.—Montreal, Canada—Sydney, Australia 
Representatives throughout the world 


ATTENTION - PERFUMERS 


NOW AVAILABLE 


Hydroxy Citronellal 
Geraniol 

Citronellol 

Rhodinol 


Replacements For Aromatic Chemicals, 


Essential, and Flower Oils 


SOAP and COSMETIC PERFUMES 
INDUSTRIAL ODOR MASKS 


Samples on Request 
SEELEY & CO., INC. 


1 Main St. — Nyack, N. Y. 


Factories & Warehouses 


Los Angles, Calif. Nyack, N. Y. 
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Carr Lowrey Consolidates New 


York Office with Anchor Hocking 


William V. Fisher, president of 
the Anchor Hocking Glass Co. has 
— the consolidation of the 

‘arr Lowrey Glass Co.’s New York 
office with that of Anchor Hocking 
at 40 W. goth St. New Carr-Lowrey 
telephone numbers are Longacre 
5-3204-5-6. Carr Lowrey Glass Co. is 
a subsidiary of the Anchor Hocking 

Glass Corp. and is well known 
throughout the cosmetic industry 
which it has served for many years. 
A. C. Burgund, Carr-Lowrey vice 
president, is the New York office 
manager. 


Foragers Install 
Television Set 

The Foragers of America have in- 
stalled a new television set in their 
clubroom in the Hotel Pennsyl- 
vania. 


Francis Becomes Chairman of 
Associates, Food & Container 


Clarence Francis, chairman of 
General Foods Corp., New York, 
N.Y., has accepted the chairman- 
ship of Associates, Food and Con- 
tainer Institute. The Institute, the 
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formation of which came about 


after the war, is utilized as a clear- 


ing house for new ideas in food and 
container development. 


Robert Miller Joins 
White Metal 


H. Robert Miller has been made 


assistant director of sales of the 





H. Robert Miller 


White Metal Manufacturing Co. 
He was formerly with McKesson & 
Robbins, Chemical Division, and 
prior to that he was associated with 
Hercules Powder Co. 


worthy of the I 


P., ROBERTET Ine. * 125 East 23 Street, New York - Oregon 3-7585 
ap SKS 4s Se GSE 


will remain clear indefinitely 


Here is a Jasmin Absolute that we believe is the most 


perfect form of the natural perfume yet achieved! 


It is free of those infinitely small particles of insoluble 
matter that usually remain in Absolutes and form a 


deposit even though diluted with alcohol. 


A new and special process, exclusive with us, 
removes these particles — completely, permanently — 
) without affecting the strength of the perfume. 


Try our clear Absolute Jasmin Epuree P.R.C. 
We are sure you will agree that it is a product 
. Robertet reputation for supplying 
the finest anu raw materials to the outstanding — 


F rench perfume houses for nearly a century. 


Evans Research 
Adds to Staff 


Evans Research & Development 
Corp., New York, N.Y., has an- 
nounced that Beaumont Demarest 
has joined its staff. Mr. Demarest, 
who was formerly associated with 
National Ojil Products Co., and 
with Brookhaven National Labora- 
tory, will be in charge of the optical 
section of the research laboratory. 

Gloria Scherr has joined the 
company staff as a laboratory assist- 
ant. 


Heyden Enters 


Foodstuff Field 


Heyden Chemical Corp., New 
York, N.Y., has entered the food- 
stuff field by acquiring the assets of 
Rumford Chemical Works, Provi- 
dence, R.I. Rumford manutacturers 
and distributes chemicals and food- 
stuffs, primarily phosphate chem- 
icals and baking powders. 


Thomas Paaske Sales 
Manager for Merck & Co., Ltd. 


‘Thomas H. Paaske has been ap- 
pointed sales manager for Merck & 
Co., Ltd. 
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Cinnamie Aldehyde 
( Artificial Oil of Cassia ) 
N. F. and Chlorine Free 


Benzaldehyde 


(Oil of Bitter Almonds ) 
Technical and N. F. Grades 


— Produced by — 


Tennessee Products 
& Chemical Corp. 


General Offices: Nashville, Tennessee 
Eastern Sales Office: 
350 Fifth Ave., New York 1, N. Y. 








CYCLONOL 


CHARACTERISTIC ODOR and 
COOLING EFFECT OF MENTHOL 


Cyclonol is chemically 1-methyl-3-dimethyl-cyclohexanol- 
(5). Graphically the structural formula is given in Fig. 
1. It may be considered a lower homologue of sym- 
metric or meta Menthol which has the structural formula 
shown in Fig. 2. 
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C. f . Yg _o 4 —— 
osmelrtes Vic. 
; H2C CHe HoC CHe 
21 Irving Place New York 3, N. Y. 

PRIVATE FORMULA }' 
MANUFACTURERS OF HO - HC C= (CH3)2 HO-HC ‘. oni 
= 3/72 

COSMETICS AND TOILETRIES Cite CH: H 


BULK AND COMPLETE PACKAGING SERVICE FIG. 1 FIG 2 


Cyclonol replaces Menthol satisfactorily in shaving 
creams and lotions, liniments, analgesic balms, ointments 
and similar preparations. It has also been accepted by 
the U. S. Treasury Department as a Denuturant for 
alcohol in place of Menthol U.S.P. 


W. J. BUSH & CO., INC. 


LICENSED DISTRIBUTORS 
11 EAST 38th ST. NEW YORK 16, N. Y. 






Skilled Factory Employees 








Progressive Management 








Personalized Service 
Perfected Details 









REPUTATION BASED UPON PAST PERFORMANCE 
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Lewis H. Allyn Joins Staff 
of Thurston & Braidich 


Thurston & Braidich, New York, 
ye announce the addition of Lewis 
Allyn to their technical sales de- 
sane Mr. Allyn was formerly 
associated with the Virginia Dare 
Extract Co. and George Lueders & 
Co. and during the war was an of- 
ficer at the Quartermaster Corps 
Subsistence and Research Labora- 
tories in Chicago. 


Dr. Smith to Address 
Society of Cosmetic Chemists 


The Chicago Section of the So- 
ciety of Cosmetic Chemists, Meet- 
ing October 19, at the Electric 
Club, Chicago, will be addressed by 
Dr. Austin Smith, secretary of the 
Council on Pharmacy and Chemis- 
try of the American Medical Asso- 
ciation. His subject will be “Trends 
in Cosmetic Problems.” 


Martin Tauger 
Joins W. Braun Co. 


W. Braun Co., suppliers of glass 
packages, announce the appoint- 
ment of Martin J. Tauger to its 
Eastern office. Mr. Tauger was for 
merly associated with Revlon Prod- 


ON ee 





a 


ucts, Chen Yu and The Lander Co. 


Helena Rubinstein Helps in 
Travelers Ajd Fund Drive 


Helena Rubinstein is in charge 
of the Cosmetic Divisione of the 


Travelers Aid Society of New York 





Helena Rubinstein 


in its drive for funds from Septem- 
ber 21 to November go. 


Tussy Imports 
Optimiste Perfume 


Tussy, Inc., New York, N.Y., is 
distributing “Optimiste,” an im- 
ported perfume by Lesquendieu. 


OS NOON aN aN ae eee _—eee _cee ee oe 








Luis de Hoyos Toastmaster at 
Dewey for President Dinner 


Hoyos, active head of 
Scientific Laboratories, 
Monticello, N.Y. was toastmaster at 
a testimonial “Dewey for President” 
dinner given by the Sullivan Coun- 
ty Republican committee recently 
in the Concord Hotel, Kiamesha 
Lake, N.Y. Senator Iving M. Ives, 
high court judges and other no- 
tables in public life were among the 
guests. Mr. de Hoyos is chairman of 
the Sullivan County Republican 
committee and in letters written to 
Gov. Thomas E. Dewey and to Lt. 
Gov. Joseph Hanley in 1942 and 
1946 predicted the broader scope 
both were to play in the political life 
of the nation. Both predictions are 
being fulfilled. 


Luis de 
Synfleur 


Henry Howlett Becomes Presi- 
dent of Container Laboratories 


Henry J. Howlett, secretary of the 
American Management Association 
for the past 13 years and director 
of AMA’s National Packing Expo- 
sition and Conference on Packag- 
ing, Packing and Shipping has been 
appointed president of Container 
Laboratories, Inc. 


Ph. CHALEYER Ine. 
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Although our 
"ROSANTHOLS ... LAVENDONE . . . FLORIANOL 


GAMMA NEUTRALIZER 


are outstanding products recognized by the trade 
for over 20 years, we are also in a position to 









supply: 






ESSENTIAL OILS . .. AROMATIC CHEMICALS 
FLAVORS 








and many well-formulated BLENDS 


Ask for Price List or quotations 
on your firm letterhead. 






NEW YORK AROMATICS CORPORATION 


Essential Oils—Aromatic Chemicals—Perfume Bases 
5 Beekman Street, New York 7, N.Y., Barclay 7-0875, Cable: NYKALMBACH 














A Sincere Welcome to 


/ MEXIKo 


AND ITS 2 OUTSTANDING HOTELS 
HOTEL 


JREFORMA 
y MEXICO CITY 


, Y/is all the features of the best metropolitan hotels, the Reforma , 
continues as the preferred meeting place of experienced travelers, 
who appreciate the comfort of its luxurious bedrooms, the elegant 
appointments of its spacious lounges, cuisine par excellence under the “4 


y direction of famed Ciro’s, the efficiency and courtesy of the hotel's staf. 
4 ... And Mexico’s Most Modern Resort Hotel \ 
THE REFORMA CASABLANCA IN ACAPULCO ¥& 


y Romance in the tropics, on the — the Beachcombers — Ciro’s unique 4 
| 





There Is A 








ZECO WAX 


To Solve Your Problems 
































| Why Not 
CHANNEL 


Your Inquiries to 


WAZ DIV 


DIAL WOrth 4-8383 
H. W. KRAAZ 


G. S. ZIEGLER & CO. 


233 BROADWAY, NEW YORK 7, N.Y. 




















shores of the blue Pacific. 120 Roof Garden and Night Club. Open all 
airy rooms overlooking the open sea, year, an hour by plane from Mexico 
the picturesque bay and charming City. Acapulco offers the world’s finest 
town. The crystal clear swimming pool deep sea fishing. 





































For 

AMORPHOUS WAXES MICRO-CRYSTALLINE 
OZOKERITES WAXES 
CERESTINES OXIDIZED WAXES 
PROTECTIVE COATING CARBON PAPER WAXES 

WAXES Vf CARNAUBA WAXES 
LAMINATING WAXES CARNAUBA EXTENDERS 
PARAFFINS Cc oO JAP WAX REPLACEMENTS 
PARAFFIN EXTENDERS BEESW AXES 
CABLE INSULATION MONTAN WAXES 
WAXES ZECO PROCESSED For Mexican hospitality at its best 






consult your travel agent or our offices in the United States. 
Essex House, New York 19 
55 East Washington Street, Chicago 2 


MATCH WAXES CANDELILLA 





WAXES TO MEET INDIVIDUAL SPECIFICATIONS 
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Karl Kiefer Machine Co. Ap- 


points Mid West Representative 


The Karl Kiefer Machine Co., 
Cincinnati, Ohio, designers and 
builders of bottling and packaging 
equipment has appointed Burnard 
C. York, 222 West Adamas St. Chi- 
cago for representation in Illinois, 
Wisconsin and Minnesota. Burney 
York and his associate Walter Kruse 
need no introduction to those who 
package liquid and viscous materi- 
als; for both have become well 
known through many years of com- 
petent and intelligent service in this 
field. 


Shell is Opening 
Glycerin Plant 


Shell Chemical Corp., New York, 
N.Y., is erecting a large chemical 
plant in Houston, Texas, to pro- 
duce glycerin synthetically. The 
process requires only petroleum, 
salt and water. 


Mennen Enters Hair 


Tonic Field 


Mennen Co., Newark, N.]., has 
entered the men’s hair tonic field 
with Mennen Cream Hair Oil. The 


efficient form, 


new product is being backed by the 
heaviest advertising on any Mennen 
item. 


Phil Kalech 
Markets Karvo 


The Phil Kalech Sales Organiza- 
tion has been formed to market 
Karvo, a scalp treatment item. The 
firm is located in the Merchandise 
Mart, Chicago, Il. 


Jack Levant Speaks 
on FWDA Program 


Jack Levant, sales manager of the 
Toni Co., Chicago, Lll., delivered an 
address on ‘““Turnovers and Retail- 
ers’ Loyalty” on October 8 before 
the Federal Wholesale Druggists’ 
Association at its 33rd Annual 
Meeting. 


Lawrence Carter in 
Chemists’ Club 


Lawrence W. Carter, director of 
research and development for Ogil- 
vie Sisters Hair Preparations, New 
York, N.Y., has been elected to 
membership in The Chemists’ 
Club. 


For oil-in-water and water-in-oil creams, ointments and lotions, 
Exceptional emollience, unusual skin benefits. 

Odorless, almost colorless. 

Unatfected by electrolytes, most acids, alkalies and drugs. 
Completely stable, will not oxidize nor turn rancid. 

Pure white, elegant, stable, cosmetic emulsions. 


For use in ointments,cold creams, vanishing creams, anti- 
perspirants, cleansing creams, lotions for skin and hair, 


hair grooms, hair waving preparations, cream shampoos 
and in many other products. 


Our research laboratories are available to you for advice and 
information at all times. 


Write for your copy of our new technical booklet, “Laboratory Data.” It 
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Shown above is the award to be given for 
the package judged to incorporate the 
most ingenious and effective new method 
of preventing pilfering. The contest is be- 
ing conducted by the Industrial Packaging 
Engineers Association, in connection with 
the Third Annual Industrial Packaging 
and Materials Handling Exposition, held 
at the Hotel Sherman in Chicago, during 
the week of October 4. The award is made 
possible through Wm. H. McGee & Co., 


Inc. Marine Underwriters. 


AMERCHOL STEROL PRODUCTS 


NON-IONIC CHOLESTEROL EMULSIFIERS, PENETRANTS, 
ABSORPTION BASES AND EMOLLIENTS 


Amerchol products are manufactured from specially processed 
cholesterol and other sterols.Cholesterol in its most active and 


contains valuable information, formulas and procedures. 


AMERICAN CHOLESTEROL PRODUCTS, INC. 


LLTOWN NEW JERSEY 
Sales office, 40 Exchange Place, New York 5, N. Y. 


Cable address, Amerchols 
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shadow and substance 


An important idea is only a shadow until it is interpreted 
in basic elements—material substance that fulfills 
the promise of the thought. 


In the formulation of cosmetics, it is the chemist’s 
responsibility to translate the idea into a tangible 
product. This requires a special combination of 
imagination, skill, experience and enthusiasm 

for the problem at hand. 


For over 40 years our laboratories have applied these 
principles to the problems of private label customers, 
believing that sales appeal is the true test of product 
appeal, and directing all our efforts to that goal. 


May we serve you and your product in the same way? 


RLIVA ER 


MANUFACTURING COMPANY 
9210 BUCKEYE ROAD e CLEVELAND 4, OHIO 


Manufacturers of Private Label Cosmetics 
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Ten A MRE TERS Re TR RN EE 


MARKET REPORT 









ynthetic Glycerin Being Produced 


T HE raw materials market was featured by reductions 

in tartaric acid and cream of tartar, and advances 
ranging from 15 cents to 30 cents per pound in bismuth 
preparations. Menthol displayed an easier tone and be- 
cause of fluctuations in the franc several of the floral oils 
developed an uncertain tone. 


LEMON OIL TRENDS UNSETTLED 


In the essential oils market, the situation in Califor- 
nian lemon oil was unsettled with brands outside of the 
Exchange oil being offered at as low as $2.55 per pound. 
Price quoted by the California Fruit Exchange was $2.75 
per pound. The declines in tartaric acid and cream tar- 
tar amounted to.$ cents and 3 cents per pound respec- 
tively. Such a development was caused by the pressure 
of imported competition. The imported materials had 
been quoted at levels substantially lower than those that 
had previously existed on goods of domestic manufac- 
ture. Supplies of both the cream and the acid were gen- 
erally abundant and while a reasonably good demand 
was noted, the overall demand for these items has been 
gradually tapering off. 

The advance in bismuth preparations including bis- 
muth subnitrate which goes into the manufacture of 
toilet articles, face powders, perfumery and cosmetics 
was attributed to steadily rising costs of manufacture 
rather than by any material change in the price of bis- 
muth metal from which the materials are derived. The 
increase in subnitrate prices amounting to 15 cents es- 
tablished the article at $2.30 per pound for quantity lots. 

An encouraging factor in essential oils was the com- 
plete reversal in the trend of many articles that had pre- 
viously shown weakness. Anise which had previously 
showed signs of occasional strength actually advanced in 
price and mint oils showed greater stability following a 
series of slight price readjustments as the result of new 
crop influences. Some very large users of peppermint oil 
have been supporting the market in order to encourage 
production. Export buying has remained inactive but 
there remains the possibility of a heavier demand from 
abroad when ERP money becomes available to Euro- 
pean buyers. Great Britain is a major buyer of American 
peppermint oil and there remains the possibility of some 
sizable orders coming from this direction. While the 
downward trend in spearmint appeared to have been 
checked toward the close of last month it appeared 
difficult to determine whether the decline in values had 
fully run its course. 

For the first time in many months, West Indian lime 
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oil turned firmer. Support from England and other 
countries in the sterling area is believed to be the major 
reason for the firmer trend in the article. In recent 
months the Mexican Government has been withholding 
subsidies which means the remission of the prohibitive 
export tariff on oil not exported through the Union. As 
a result some fear that oil bought and paid for will be 
held in Mexico due to the impossibility of exportation. 

Many of the aromatic chemicals are in ample supply. 
There are still shortages in basic items from which aro- 
matics are derived however, and this serves to make pro- 
duction rather uncertain. Among the industrial chemi- 
cals that remain in a tight supply position are solid 
forms of caustic potash, bichromates and ethyleneglycol. 

Demand for natural glycerin fell off as production of 
synthetic material started to move out of Texas. Large 
consumers of natural glycerin have been very cautious 
in recent weeks in anticipation of the appearance of 
synthetic material upon the market, and following the 
official announcement that production had actually 
started, smaller buyers immediately cut down on their 
further developments. Various estimates were current 
about the trade concerning the total amount of synthetic 
glycerin that will be produced. The estimates ranged 
from 33,000,000 to 36,000,000 pounds which would fig- 
ure about 15 per cent of last year’s production of natu- 
ral glycerin. Prices paid for synthetic material range 
from 23 to 27 cents per pound delivered, although the 
producer failed to disclose its selling prices. Inasmuch as 
a good portion of the output of synthetic glycerin has 
long since been sold under contract and since the United 
States is normally an importer of glycerin it is not likely 
that commercial sale of this material will have as much 
effect upon the market as some believe. 


SLIGHT REDUCTION IN MENTHOL 


The past month brought about a series of slight re- 
ductions in menthol. With the heavy consuming season 
about at hand however it is quite possible a reversal in 
the downward trend may shortly be noted. New lots 
have arrived here from China but there is no assurance 
that additional large arrivals will be noted as the con- 
suming season gets underway. Among the gums, arabic 
turned a shade firmer because of higher shipping prices 
from the primary market. Importers pointed out how- 
ever that a more active demand was needed to support 
the higher levels. Trade in Sumatra benzoin was inac- 
tive. Tragacanth prices have been holding very steady 
under the influence of a routine buying movement. 
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DELAY NO LONGER! 
Write today for 
quotations and samples of 


fine LANOLINS 


d 


ABSORPTION 
BASES 


Interesting booklets on 
Lanolin and Absorption 
Bases offered free. Sam- 
ples supplied on request. 


WRITE, PHONE OR CABLE DEPT. SA 


THE LANAETEX PRODUCTS, INC. 
151-157 Third Avenue Elizabeth |, N. J. 


Telephone: Elizabeth 2-7568—Cable: LANAETEX 





JOHN HORN 835-839 TENTH AVE., NEW YORK 18, WY. 


DIE STAMPING 


Telephone: 
COLUMBUS 5-5600 


ENGRAVING 


C ONSTANT research, skillful blending and 
development of subtle aromatics by the 
Perfume Chemists of N.B.W. assures the 
quality of its Essential Oils, Aromatics and 
Floral Creations, 


To be sure of constant high quality and lasting 
consumer acceptance of your products ... 
Rely on NEUMANN-BUSLEE & WOLFE, Inc. 
where RESULTS have merited your repeat 
business since 1920. 


NEUMANN-BUSLEE « WOLFE 


Int. 
226 W.Huron St. 





KELTON 
Cosmetic Company 


230 West 17th Street 763 So. Los Angeles St. 
New York 11, N.Y. Los Angeles 14, Calif. 
Private Label Manufacturers Exclusively 
Covered by Product Liability Insurance 
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SHEET METAL GOODS 


Chicago 10, Ill. 


C onsoLipaTeD 
Established 1858 FRUIT JAR CO. 


NEW BRUNSWICK, NEW JERSEY 


: SPOUTS : SPRINKLER TOPS 


The American Perfumer 


EMBOSSING 


* Cable Address 
HORNLABELS NEW YORK 


: DOSE CAPS 








PRICES IN THE NEW YORK MARKET 


QEOUNEEUNSUOEEROSOIUGETUGEUOUOOOUODUTOONEEEUOOAUOSUADSEUERELEGAELEGHEEORUONEEEOONOOOGOOED cUneNNOneNONNeNOenNNRNUNanOEAOROUDEOOOOUOSEDOGEDODELGOESENOSEEOERESUSSSEUOERSGEOGUNONEONOUEUCUONOUOOOUGONNCOONONUODONGOOOCOuROOEOONOOUGUNOEUGCugONS CongnneOOONONOTUEeUNORaaOONeRD RRA Re RO oa NEHRU TCRSORDNNDERRCOOOOCRNRONUREDICSRSSONIOSSESD 


(Quotations on these pages are those made by local dealers, but are subject to revision without notice) 


ESSENTIAL OILS 


Almond Bit, per lb. ....... 4.90@ 
DU denngeonetesinnanns 4.50@ 
PE Be bisdindt races 15a 
Apricot Kernel ......... 50@ 

Amber, rectified .......... Nominal 

Angelica Root ........... 180.00 Nom’l 

Ss eee 80@ 

Aspic (spike) Span. ...... 1.50@ 

rere 1.10@ 

DE. guntircushvaneecavwns 1.35@ 

PE  cieknaeaenee ce un 3.80@d 
ED a ieee eanwe 2.00@ 

aes cea eats 3.00@ 

Birchtar, crude .......... 1.15@ 

Birchtar, rectified ........ 3.95@ 

Oe eee 3.10@ 

Eh ORs <vvceweceess 45@ 

ee ere ee 2.25@ 

act wecnunudatue 20.00@ 

Camphor “white” dom. ...  .45@ 

Cananga, native .......... 4.00@ 
aaa a ree 5 5.15@ 

teehee canumeanie 5.00@ 

GE. cxcccnnan enced’ 23.00@ 

Cassia, rectified, U.S. P... 2.10@ 

GE nc cdisasvacawage 1.10@ 
ME Cictctuncoaaaane 2.00@ 

Cee WEE ici citcavccices 45@ 

CE cchacnnsneess wean 15.00@ 20.00 

Chamomile Roman ....... 250.00@ 

Cinnamon bark oil ....... 35.00@ 43.00 


Citronella, Ceylon 
Cloves, Zanzibar 


Fennel, Sweet 
Geranium, Rose, Algerian . 
Guaiac (Wood) 
Juniper Berry 
vecweae Mekal 21.00 
Lavender, French 
BANNER, COM cic cccccccca 


Limes, distilled 


Neroli, Bigarde P. ........ 275.00@300.00 
185.00@250.00 
aon Gules 


CR fadesencccasades 30.00@ 37.00 
Orange, bitter ..........0- 340@ 3.85 
I ciivcweducceseen 135@ 1.65 
eee ee eee 165@ 2.00 
Orris Root, abs. (0z.) ..... 135.00@ 
pO ore re 36.00 Nom’l 
Pennyroyal, Amer. ........ 3.25@ 4.10 
PEE Bik ccncccscuces 2.50@ 3.00 
Peppermint natural ....... 7.35@ 7.65 
DNL edccidaedians 7.80@ 8.25 
POE Gacddccctecceds 3.10@ 3.75 
Pimento Berry ..........: 4.85@ 5.25 
Pinus Sylvestris .......... 4.10@ 4.85 
i eee rere 4.00@ 4.50 
Rose, Bulgaria (oz.) ..... 20.00@ 45.00 
SOME TIN sve ccciccss 10.80@ 16.00 
Rosemary, Spanish ....... 95@ 1.25 
SAGM, DOOM oc cccccccccs 2.40@ 3.25 
Sage, Dalmation .......... 3.50@ 4.25 
Sandalwood, N. F. ........ 13.25@ 14.20 
Sassafras, artificial ........ 60@ 85 
SNE FOG ssc ccccececeees 18.00@ 22.00 
WII? & kc cccececsaces 5.75@ 6.10 
TS POG ik cv eccccdeccas 2.35@ 3.10 
WOMEN occaecsewacascass 2.75@ 3.50 
VR a icossacsdcciceus 27.00@ 32.00 
Vetivert, Haitian ......... 18.50@ 21.00 
ME Sn aintccnudeddsas 15.50@ 17.00 
WeeOG. cc cecccsscess 4.00@ 12.00 
Lo errr 3.75@ 4.25 
Ylang Ylang, Manila ..... 38.00@ 43.00 
IN is idecusencens 8.25@ 14.00 


(Continued on page 365) 


B-W LANOLIN U.S.P. 


EVENTUALLY—For better creams, with economy 


B-W Lanolin the superior quality puts into your cream that which gives the 
skin that smooth soft velvety feeling. 
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B-W Lanolin will never cause your cream to darken, is best by test and con- 
tains over 15% free and combined Cholesterol. 


No other base used in your cream, equals the merits of B-W Lanolin. 


B-W HYDROPHIL (Absorption Base) Made in U.S.A. 


BOPF-WHITTAM CORPORATION 


Executive Office 
Laboratory and Factory 


LINDEN, N. J. 


America’s Original Lanolin Producer 
ESTABLISHED 1914 













Sales Office 
509 Fifth Ave. 


NEW YORK, N. Y. 
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MARKETING DRUGS 
& COSMETICS 


By Louis Bader, Ph.D. & Sidney Picker, M.C.S. 


This complete handbook on the drug and cosmetic in- 
dustry will help solve the many merchandising prob- 
lems of manufacturers, wholesalers and retailers. 


It explains how best to introduce new products, how to 
get the most out of advertising, how to arrange displays 
that sell by themselves, and how to apply hundreds of 
other means of moving merchandise profitably. 


Here are painstaking directions for packaging products, 
explaining the importance of size, shape, style, color, 
design and materials. 


Included also are the capital requirements necessary to 
the establishing of a business in the drug and cosmetic 
field, together with full, practical information for every 
business operation in the industry. 


Only $5.00 postpaid—order your copy today from 


Moore - Robbins Book Service 


9 East 38th Street New York 16, N.Y. 


A 
NATURAL 
PERFUME MATERIALS 


A Study of Concretes, Resinoids, 
Floral Oils and Pomades 


By Y.R. NAVES and G. MAZUYER 


Translated by 
EDWARD SAGARIN, Givaudan-Delawanna, Inc. 


This excellent volume offers a diversity of materials that will 
be of interest to all those connected with the perfume indus- 
try. In addition to being a well documented history of the 
methods of extraction of perfumes and the agents employed 
in the course of the centuries, NATURAL PERFUME. MA- 
TERIALS describes the raw materials used in the extraction; 
the choice, purification and recovery of volatile solvents; the 
preparation of tinctures and infusions; the treatment of con- 
cretes; resins and balsams; the extraction of the aromas of 
fruits and distilled flower waters; the manufacture of pomades 
and perfumed oils by the use of vegetable and animal fats and 
mineral oils, properly chosen and prepared; the processes of 
digestion and enfleurage on solid and liquid absorbents; and 
finally, the extraction of decolorized absolutes and pomades 
from the diffused products. 


es 


once 


Also included is information on the chemical composition and 
analytical examination of the products of extraction by vola- 
tile solvents, enfleurage and digestion. The book concludes 
with a series of descriptions of plant and raw materials that 
are subjected to extraction. 


355 Pages 


eee ee 


Illustrated 


Send today for New Free Catalog 
“Let’s Look It Up” (over 200 titles) 


MOORE-ROBBINS BOOK SERVICE 
9 East 38th St. New York 16, N. Y. 
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CLASSIFIED ADVERTISEMENTS 


Rates, per line, per insertion: Business Opportunities, $1.00; Situations 
Wanted and Help Wanted, 50c. Please send check with copy. 








BUSINESS OPPORTUNITIES 





Progressive energetic U.K. specialist manufacturers of synthetics 
for Perfumery and Flavors seek additional manufacture. Would 
consider manufacture of American Specialties, Aromatics, Com- 
pounds and Flavors under license from, or arrangement with, an 
American Company, for the British and European markets. Com- 
pany has able technical staff; large, well-equipped a and 
sound financial position. THEODORE ST. JUST & CO., LTD., 
Whitfield, Manchester, England. 


AROSCENT, INC., subsidiary of the Davis and Lawrence Com- 
pany has published its new wholesale catalog and price list of 
Flavor Bases and Flavoring Raw Materials. Copies are available 
on request to the company at 58 Underhill Avenue, Brooklyn 17, 
New York. 


Franchise and possible financial interest are offered to well intro- 
duced individual or group for the reintroduction on the American 
Market of imported line of perfumes which had substantial sales 
before the war. Write to Box 2795, The American Perfumer, 9 E. 
38th St., New York 16, N.Y. 


WANTED Chemicals, Colors, Pigments, Resins, Solvents, Oils, 
Aromatics, Other Raw Materials & Supplies, Machinery & Equip- 
ment. CHEMICAL SERVICE CORPORATION, 80 Beaver St., 
New York 5, N.Y., HAnover 2-6970. 


FOR SALE 


FOR SALE: 4—Dry Powder Mixers 600#, 1200#, 2000%; 9— 
World or Ermold Semi-automatic Labeling Machines; 2—World 
Rotary Automatic Labellers, motor driven, late serial number; 
1—Stokes 79-80 Filler, Closer, Clipper, motor driven; 60—Stain- 
less Steel, Aluminum, Copper, Glass lined, jacketed Kettles, some 
agitated; 2—Stokes “R” single punch Tablet Machines, 214” dia.; 
7—Stokes “F,” 34”; 1—Karl Kiefer Rotary 8 spout Vacuum 
Filler; 14—Copper Percolators, 20” to 36” dia.; 1—No. 2 DH 
Micro-Pulverizer, 4—No. 1 SH; 66—Tanks; 26—Stainless Steel, 
250,350 gal.; 40—Aluminum 800, 650 and 250 gal. Send for latest 
copy of Consolidated News listing complete stock. We buy your 
Surplus Equipment. CONSOLIDATED PRODUCTS CO., INC., 
14-15 Park Row, New York 7, New York, Phone: BArclay 7-0600. 


FIRST, Check with FIRST For Good Equipment. Large stock of 
Tablet Presses, Stokes, Colton and Kux; Stainless Steel Mixers, 
Kettles, Tanks, Evaporators, Dryers, Extractors, Centrifugals, Col- 
loid Mills, Pulverizers, Filling and Labeling Equipment, Wrap- 
ping and Packaging. Send for FIRST FACTS just out—FIRST 
MACHINERY CORP., 157 Hudson St., N.Y. 13, N.Y. 


EQUIPMENT FOR SALE—Whiz Packer & Triangle Powder 
Filler; Horix 14 spout, U. S. 22 spout and Kiefer 24 spout auto- 
matic Rotary Fillers; Alsop 6 spout and Horix 11 spout Straight- 
line Fillers; Fileo #50 Filter; Compression Unit 7” wide x 5’ 
long; World, Ermold & McDonald Labelers; Tanks. This is a 
partial list, advise your needs on used and reconditioned equip- 


ment. SEIFERT MACHINERY CO., 1433-47 N. 12th St., Phila. 22. 





POSITION WANTED 


residing in Europe. Three 
French, German and some 
American Perfumer, 9 E. 38th St., New 


PERFUMER: 
years of Chemistry. 
Spanish. Box 2796, 
York, N.Y. 


Flavor Man, Age 26, 
Speaks English, 
The 


The American Perfumer 










































(Continued from page 363) Benzyl Acetate ........... 65@ . Hydroxycitronellal ....... 6.75@ 8.50 


Benzyl Alcohol ........... 70@ = 85 DE Ga LEY ivenkvcdeduas 19.00@ 21.00 
TERPENELESS OILS Benzyl Benzoate .......... 105@ 1.20 lIonones 
, Benzyl Butyrate .......... 2.00@ 2.25 a eee Pee eee 5.50@ 9.00 
ee. eae eee ete aaa ‘aan Benzyl Cinnamate ........ 3.60@ 4.00 OS ee reer rere 4.75@ 6.80 
can Me 51.34 Siphdnddn’ 8.50@ 12.00 Benzyl Formate .......... 2.00@ 2.30 MD n Snwsceshducce 130@ 1.55 
“ponann Se a eee 30.00@ 45.00 Benzyl-Iso-eugenol ........ 9.00@ 9.75 Iso-butyl Acetate ......... 1.00@ 1.75 
Tioae es aera 70.00@ 75.00 Benzyl Propionate ....... 165@ 2.15 Iso-butyl Benzoate ........ 135@ 2.50 
ee SAS * CRESS CEE 40 00@ AS. Benzylidene Acetone ..... 2.00@ 2.25 Iso-butyl Salicylate ....... 2.15@ 3.00 
PEE Gackcveeeanwanas 42.00@ 45.00 0 
Geet SHOT cosccccncecee 85.00@105.00 a er 5.75@ 6.35 DUONG © kc dc nt ceccans 3.35@ 3.85 
P ashen 14.00@ 15.80 Butyl Acetate, normal .... 3144@ 32% DONE Secatccnddcdacess 2.00@ 2.80 
a 550@ 725 Cinmamic Alcohol ........ 3.10@ 350 Limaleel ................. 4.25@ 7.00 
ha ee FETA E EAT SAAS 230@ 12.00 Cinnamic Aldehyde ...... 1.00@ 1.10 Linalyl, Acetate 90% ..... 4.10@ 5.25 
ee State nesenesens eet omens DE iicccvaud 4.75@ 5.50 a i dicubdatne che <enws ret 5.25 
*RIV J Ee . Cinnamyl Butyrate ....... 12.00@ 14.00 Linalyl Anthranilate ..... 15.00 
DERIVATIVES AND CHEMICALS Cinnamyl Formate ........ 10.00@ 13.00 Linalyl Benzoate ......... 10.50@ 
a i en oa am = - ere eer en sae = a panne eT eerrT ~— er 
Acetaphenone ........+... 69 d DE Antes sneees Geer ‘ . Dé dncdéwobuncedeusn A5@ 9. 
EE Ge kasdinsacecuns 2.90@ 3.30 Citronellyl Acetate ....... 4.00@ 5.90 Methyl Acetophenone ..... 135@ 1.75 
Se -W pvcsweumavesuanens 14,.00@ GIN ccs dekdadosedics 3.00@ 3.25 Methyl Anthranilate ...... 2.25@ 2.40 
Se Ue ialkidienvaseenscnke 2.90@ 3.30 Cuminic Aldehyde ....... 7.75@ 10.00 a ——- Saesueds on i 
Ce sivadwesverwaneeees 14.50@ Diethylphthalate ......... 45@ «50 Methyl Eugenol .......... 4, 
ee che cnsnseaewaseaues 3.45@ Dimethyl Anthranilate .... 4.55@ 5.00 Methyl Heptenone ........ 6.25@ 7.00 
Pt eee 11.00@ 12.00 Ethyl Acetate ............ 36@ <A0 Methyl Heptine Carbonate 45.00@ 60.00 
Se icvensesdscgeunnss 17.50@ 19.00 Ethyl Benzoate ........... 15@ ~~ «90 Methyl Iso-eugenol ....... 4.95@ 8.75 
SE doco cde 4 winless eased 7.00@ 8.50 Ethyl Butyrate ........... 75@ «90 Methyl Naphthyl Ketone .. 3.00@ 4.75 
© ee vectiarhendedieeed 19.25@ 22.00 Ethyl Capronate .......... 3.65@ 4.25 Methyl Phenylacetate ..... 165@ 2.20 
Sf Fae rrrere 14.00@ 18.00 Ethyl Cinnamate. ......... 245@ 2.80 Methyl Salicylate ......... 40@ = A5 
C 14 (Peach so-called) .. 7.25@ 9.00 Ethyl Formate ............ 65@ «75 Musk Ambrette .......... 8.75@ 14.25 
C 16 (Strawberry so-called) 7.65@ 8.25 Ethyl Propionate ......... 75@ 1.00 DMD Gasgdeceereuetes 4.65@ 5.20 
BE DI a onceciesets 55@ = .75 Ethyl Salicylate .......... 85@ 1.00 MY cxntuccannceases 160@ 1.75 
Amyl Butyrate ........... 85@ 1.10 Ethyl Vanillin ............ 6.75@ 6.80 Neroline (ethyl ether) .... 2.00@ 2.35 
Amyl eet ipsasres 4.50@ 5.80 occ aek wamae 1.70@ 2.25 serene or or mopessss —- ie 
Amylecinnamic Aldehyde .. 2.80@ 3.10 ae eae ee 1.75@ 2.50 Paracresyl Methyl Ether .. 2. i 
Amy] Formate ............ %5@ 1.20 Geraniol, dom. ........... 3.50@ 4.00 Paracresyl Phenyl-acetate . 4.75@ 5.25 
— ae Acetate ..... — = uenee gaatate hiwkacces <a Py Pisa 50% .. —- = 
Amy! Salicylate .......... 60@ ‘ erany utyrate ......... 9G d O seccccccececcceces 10 \e 
Amyl Valerinate ......... 1.75@ 2.15 Geranyl Formate ......... 7.25@ 7.90 Phenylacetic Acid ........ 1.65@ 2.25 
PN. scipseedsoiecetns 60@ «75 Guaiac Wood Acetate ..... 6.00@ 6.75 Phenylethyl Acetate ...... 1.70@ 2.50 
Anisic Aldehyde .......... 2.20@ 2.75 Heliotropin, dom. ........ 2.80@ 3.50 Phenylethyl Alcohol ...... 1.40@ 1.75 
Benzophenone ........... 1.25@ 1.70 Hydrotropic Aldehyde ....  6.75@ 7.25 (Continued on page 367) 


OIL ORRIS ROOT LIQUID ABSOLUTE 
ORRIS CONCRETE 
ORRIS OLEORESIN (Resinoid) 


Experience demonstrates that none of the substitutes for Orris 
are wholly satisfactory in giving the characteristic Orris note. 
It is therefore fortunate that these well known. Bush specialties 
are now readily available. 


W. J. BUSH & CO., Inc. 


ESSENTIAL OILS ... AROMATIC CHEMICALS . . . NATURAL FLORAL PRODUCTS 
11 EAST 38TH STREET, NEW YORK 16, N. Y. 


LINDEN, N. J. NATIONAL CITY, CAL. 


LONDON MITCHAM WIDNES 
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This small capacity ‘“Sealed- 
Disc’”’ Filter positively removes 
all undesirable impurities. Es- 
pecially designed for light man- 
ufacturing or small batch work, 
it is completely enclosed, leak, 
and drip-proof. The entire filter 
can be taken apart for easy 
cleaning by simply removing the 
handle on top. Available in ca- 
pacities from one to six gallons 
per minute and built of suitable 


materials to handle all liquids. | 
Filters | 


Larger ‘“Sealed-Disc” 
are available in capacities up 
to thousands of gals. per hour. 
Write for complete information. 


ALSOP ENGINEERING 
CORPORATION 


310 Rose Street 
Milldale, Conn. 


NG CORPORATION 


Te aCe ee Lee Cee ae Le 


PRIME SOURCE 


“Juniper Mexicana” 


CEDARWOOD OILS 


Oils of proven persistency 
and brightness 
PSUEDO CEDROL CRYSTALLINE CEDROL 


Write for Samples for Testing and 
List of Dealers 
SOUTHWEST CEDAR OIL 


Manufacturers and Processors 


P. O. Box 1939 San Antonio, Texas 


co. 


Founded 1854 


FEZANDIE & SPERRLE, Inc. 


205 Fulton Street, New York City 
HIGHEST STANDARD 


Colors and Dyes for Cosmetics, such as 


LIPSTICKS PERFUMES 
ROUGES LOTIONS 
FACE POWDERS SHAMPOOS 
MASCARA CREAMS 
SOAPS Etc. 


Your inquiries are invited 
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PROFESSIONAL SERVICE 


FIFTH AVENUE 
PROTECTIVE ASSOCIATION 


142 Lexington Ave. Our Own Building 
New York 16, N. Y. 


43 Years of "RESULT PRODUCING" Service 
Proves Our Worth. The "TRADES" Recognized 
CREDIT and COLLECTION AGENCY. 


“TRAVELING ADJUSTORS = RESULTS" 


RESEARCH CHEMISTS & ENGINEERS 
A staff of 75 including chemists, engineers, bacteriologists and 
medical personnel with 10 stories of laboratories and a pilot 
plant are available for the solution of your chemical and engi- 
neering problems. 
WRITE TODAY FOR BOOKLET NO. 2A 
“The Chemical Consultant and Your Business” 


FOSTER D. SNELL, INC. 
29 WEST 15TH STREET NEW YORK 11, N. Y. 


Market Surveys; Research; Development 


PU LOML a BEN nee 
A a 
1317 coe ees 


AVE., CHICAGO I, 


185 N. WABASH Kil. 


GEORGE W. PEGG Ph. C. 
Consultant 


Cosmetics—Drugs—industrial Alcohol—Fiavoring Extracts 
Labeling—Advertising—Formulas 


152 W. 42nd St., N. Y. 18, N. Y. Tel.: Wisconsin 7-3066 
Washington address: 2121 Virginia Ave. N.W., 
Washington 7, 0.C., c/o Dr. George W. Hoover 


NOW AVAILABLE! 


COSMETICS & HOW TO MAKE THEM 


By Robert Bushby 
Third Edition, 1943 . . . $3.00 postpaid 
MOORE-ROBBINS BOOK SERVICE, 9 E. 38th St., N.Y. 


Aromatic Chemicals 
FOR PERFUMERY AND FLAVORS 
Isopropyl Quinoline °¢ Ethyl Anthranilate 
Isobutyl Quinoline ¢ Skatol 
Butyl Anthranilate 
Tertiary Buty! Quinoline © Butyl Betanaphthol 


EAIRMOUN) 


CHEMICAL CO., INC. 


136 Liberty Street * New York 6, N. Y. 
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Phenylethyl Anthranilate .. 16.00@ 
Phenylethyl Butyrate ..... 4.00@ 
Phenylethyl Propionate ... 3.65@ 
Phenylethyl Salicylate .... 4.55@ 
Phenylethyl Valerianate .. 6.50@ 
Phenylpropyl Acetate ..... 4.50@ 
ES rere re 804 
Senter Gy. Fe (OG) icvensss 3.654 
Styrolyl Acetate .......... 2.35@ 
Vanillin (clove oil) ...... 4.50€ 

(OENOEE) cvcccsvsictcws 3.00@ 

RE: deceecaddeckeunes 3.004 
Vetiver Acetate .......... 53.00@ 
Violet Ketone Alpha ..... 10.80@ 


Yara Yara (methyl ester) 2.304 


BEANS 

Tonka Beans Surinam .... 04 
ND: 6 iad wim cniedes 1.754 
Vanilla Beans 

Mexican, whole ......... 5.50@ 

SG WN 6k beekeneas 4.754 
ID. ondeckctwenssnnes 9.754 

EE Aen vee eas 3.254 


SUNDRIES AND DRUGS 


Acetone 094 


Ambergris, ounce ........ 8.504 
Balsam, Copaiba ......... 654 
SUL, Anau kecokeshescons .0@ 
Beeswax, bleached, pure 
SOE We taweedeua aves a 104 
Yellow, refined ......... 614 
Bismuth, subnitrate ....... 2.30@ 


Borax, crystals, carlot ton . 74.50@ 


4.80 
4.50 
5.00 
735 
5.10 
1.00 
4.70 
3.00 
4.65 
3.05 
3.05 
59.00 
12.00 


1.00 
1.80 


6.00 
5.00 
6.00 
3.50 


14 
18.00 
.90 
1.05 


73 
63 


76.00 


Boric Acid, U.S. P., ton ... 





129.00@133.50 


Calcium, phosphate ....... 08@ 083, 

Phosphate, tri-basic ..... .0660@ .0730 
Camphor pwd., domestic ... .72@__—«.74 
Castoreum, nat., cans ..... 12.00@ 45.00 
Cate, BIG ccccsdccics 2.25@ 2.55 


Chalk, precip. bags, clts . 
Cherry Laurel Water, jug, 


. 2%@ 03 


 éc8 Gee ccaeavendasewe 175@ 2.25 
Geet NO Se ecceeaivewes 24444 26 
Ce QR i cocucceacenes 6.00@ 20.00 
Cocoa, Butter, bulk ...... 844 95 
Cyclohexanol (Hexalin) .. .214%@ _ — .22 
Fuller’s Earth, Mines ton .. 27.00@ 30.00 
Glycerin, C. P. ........... 394G@ A0 
Gum Arabic, white ....... 29a 32 

GEE. cvecuccanaweusus 12@ 13% 

Powdered, U. S. P. ..... 19%@ 21 


Gum Benzoin, Siam ...... 3.50@ 3.85 
I iiac vestaweteces< A0a A8 
Gum Galbanum .......... I0@ 1.00 
SIE dhrare waren -wnawin 384 A2 
NE WINES dos biceeewens 25@ 27 
ED acess ckaneenunade 05@ 07 
DD eine ebceve aeume 5.00@ 7.00 
Lanolin, hydrous ......... . 234%4,@ 26 
DN. wis can cawexs 23@ 27 
Magnesium, carbonate .... .11@ 124 
ES neues cuiwewteke A6@ A7 
ee eer ne 20.00@ 35.00 
Olibanum, tears .......... 264 35 
No Un ete aden dead A1@ 13 
Orange Flower Water, gal. 1.75@ 2.25 
Orris Root, Italian ....... 244 35 
WEE cvdewkessaakeneceasn 05%@ 07% 
Peroxide (hydrogen U. S. P. 

DU. Wixiewésunsidtencuew. 034%@ 05 
Petrolatum, white ........ 0654@ 08% 
CN ND ce nckcneteaees 1.20@ 1.50 
Ss ceeded cevecuae Nominal 


Rose flowers, pale 


.. 404 50 


Rose Water, jug (gal.) .... 2.25@ 3.00 








Rosin, M. per cwt. ........ 8.45@ 
Salicylic Acid ............ 40@ 42 
SON INGs Dn dccseveces 2.45@ 
Silicate, 40°, drums, works, 

BO GRRE: cs ccwicndas 100@ 1.35 


Sodium Carb. 
58% light, 100 pounds .. 
Hydroxide, 76% solid, 100 


1.60@ 2.70 


MME. acinxicivececcs 3.05@ 4.20 
SNOPIIOOND. oicccgcawcccnee 41@ 43 
Stearate Zinc U.S. P. ..... @ 6 
SS Seadeadcndaccwtaces 1.10@ 1.60 
Tartaric Acid ............ 374%@ 38% 
Tragacanth, No. 1 ........ 3.15@ 3.80 
Triethanolamine ......... 214%@ 22% 
Violet Flowers ........... 2.00 Nom’l 


Zine Oxide, U. S. P. bbls. . .1444@ 144% 


OILS AND FATS 


Castor No. 1, tanks ....... 21@ 
Cocoanut, crude, Atlantic 

Ce ae 24 Nom’! 
Corn, crude, Midwest, mill, 

WE as da seaadatduceeess 2444@ 7 
Corn Oil, distilled, tanks .. .284%4@ 
Cottonseed, crude, tanks ... .21144@ 
Coens WHING! os cdcicn ces 134@ 
LOG CRIED « cnccscavous 19%@  .20 
Lard Oil, common, No. 1 

Chicago, bbls. .......... 19%@ 20% 
Palm C. i. f. N.Y., bulk .. .29@ 


30 Nom’! 
204@ 21% 


Peanut, refined, tanks .... 
Red Oil, distilled drums .. 


Stearic Acid 


Triple Pressed ...........303%4@ 

Double Pressed ........ 28@ 29 
Tallow, acidless, drums ...  .18@ .18% 
Tallow, extra .....cccccees 134@ 
Whale oil, refined .......... Nominal 


ie that note of Aeitinclitann thee 


AMBRIANE 


» po fixative. a; will give your perfume 


an extra siel dlinenviie 


Only $16.00 per pound. eed tenia $1.00 


JEAN NIEL, INC. 


135 Fifth Avenue 
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Alrose Chemical Co. 
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ee ee 
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Avon Allied Products, Inc. 
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A Distinquished Specialty of the Precious Wood Type 


Sylvenol is a constant inspiration to the blender. An extremely powerful aromatic, its 
Y P 72 


odor is definitely of the precious wood type, reminiscent of 
sandalwood, cedarwood, patchouli and vetiver. It is also suggestive of orris and 
high grade ionones. Sylvenol is capable of 
countless interesting eflects in modern 


and oriental type perfumes. 


$46.00 per pound, trial ounce— $3.25. 


THE DOW CHEMICAL COMPANY 
MIDLAND, MICHIGAN 


INDISPENSABLE TO THE CREATIVE PERFUMER 





ra 


* FIRMENICH 6 CIE. 


SUCCESS£EU2 S&S DE 


Wen hen Gee. 68 ion BOF 


ROSE COUPAGE is 


an effective answer to the 
Tae ame es 
problem of extending your GENEVE otter ddan 


Bulgarian Rose Otto. 


IENICH & CO. 


8th STREET, NEW YORK 11, N.Y. 
CE: 612 NORTH MICHIGAN AVENUE 
1EED, LTD., 350 WALLACE AVENUE, TORONTO 








